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THE WINE THAT SERVES 
y FEET 


To the merchant who has discovered the spread of youthful ideas in 
this country and its resultant freedom of action—youthful moderns 
going places and doing things—Tweedettes is the line that stands out. 
It is especially designed to meet the demands of youthful feet. 

















Youthful styling over special box heel lasts, swanky little covered wood 
heels, light edges and fine materials all set T'weedettes up as the line 
that meets this modern tempo of youth. Tweedettes retail profitably 


at $5.00. 


Top shoe is pattern T- 
1794 carries a square heel. 
Bottom shoe is pattern 
T-1784. Both styles are 
, built over smart new lasts 
from the line that sells 
with full profit. 





TWEEDIE FOOTWEAR CORPORATION, JEFFERSON CITY, MISSOURI 


When writing advertisers please mention Boot and Shoe Recorder 











boot and Shoe Kecotcdek 


MAY 23, 1936 


Vol. CIX, No. 12 


VOICE of the TRADE 


A TEASER word, coined for the 
occasion, WYBAPIITY, has 
appeared in this column for the 
past five weeks. It has caused con- 
siderable comment. Letters have 
queried: “What does it mean? Is 
it a communication in code to 
somebody, somewhere?” 








Well, here it is: Will You Buy 
A Pair If I Tell You—(the caps 
carry the message). The word 
WYBAPIITY, as a curiosity- 
maker, served its purpose. Now 
the question is: Will You Buy A 
Pair If I Tell You—that high 
shoes for men, and perhaps for 
women are on their way? Weather 
or no, Winter and snow, there is a 
saleability to high shoes once more. 
Spats have had a long run and _will 
continue but many a man wants a 
change and for that reason the high 
shoe has a place. 

There is so much confusion in 
the term “boot” which, in the last 
dozen years or more, has come to 
mean riding, hunting, tramping 
boots, leg high, that we believe the 
term “high shoe” is the better one 
to use. It is an intermediate step 
between the oxford and the leg 


boot and for sweet definition’s sake 
is descriptive and generic. 

WYBAPIIT Y—that a profit 
is to be made in the mid-Winter 
season with high shoes and that it 
is going to take all the months be- 
tween to prepare and promote their 
utility fashion, for the pattern must 
be new, must be smart and it 
must be acceptable to “regular 
guys and gals” everywhere. 


% & & 


HI. N. FISCH, sales manager of 
H. J. Justine and Sons, Fort Worth, 
Tex., says: 

“Boots and shoes, boots and shoes, 
how naturally those two words go 
together and for a very logical 
reason. Boots and shoes have been 
associated together through the 
years. 


EF e® 
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“The dictionary definition of a 
shoe is: ‘the ordinary outer cover- 
ing for the human foot, usually of 
leather,’ while the word ‘boot’ in 
English is used for all types of 
footwear reaching above the ankle, 
so it is that boots and shoes have 
come through the years hand in 
hand—or rather vamp to vamp.” 
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KLEE BAKER of Baker Bros., 
Brockton, Mass., starts a May cam- 
paign on “Dated Shoes” by telling 
the public: 

“Dated children’s shoes — our 
slogan for years has been and 
always will be—‘We had much 
rather lose a sale than misfit a 





child.’ Now we advance a step— 
yes, several steps for your child’s 
health, and your economy with: 
dated children’s shoes. The date 
of fitting, size and width. 

Type of shoe and parents’ name 
and address are carefully filed for 
your child’s foot protection. 

“No more guessing—you can call, 
or telephone at any time for any 
desired information about your 
child’s feet, shoes, date purchased, 
or the price you paid. 

“Best of all—you will know just 
how economical good shoes are. 
You will be able to compare the 
wear you receive from our shoes 
with so-called ‘bargain’ shoes. 

“You save—by our unusual fitting 
service. There will be few good 
shoes thrown away because out- 
grown. With out ‘snug fitting’ 
heels—wide range of widths and 





























































careful foot measurements to allow 
for growth, as well as for comfort, 
foot health will be insured from 
babyhood to maturity.” 


am * e 


THE TANNERS’ COUNCIL OF 
AMERICA, through its members in 
the metropolitan districts of Bos- 
ton and New York organized the 
Tanners’ Council Associates for the 
purpose of offering assistance to 
honest debtors and __ protecting 
members from dishonest debtors. 
The results over the past four years 
have established the importance 
and value of such a movement. In 
the metropolitan area of New York 
alone during this period, failures 
in which leather people have been 
interested have been substantially in 
excess of $2,500,000. In those 
cases where the Tanners’ Council 
Associates have taken an active 
part, creditors have been paid divi- 
dends of over 40 cents on the dol- 
lar. This is a remarkable record 
when it is considered that formerly 
the average settlement was 10 cents 
in cash and 5 cents in notes; 20 
per cent was, at that time, regarded 
as a good settlement.” 


* * * 








MAERBERT N. LAPE, president of 
Julian & Kokenge, has this to say 
about young men who are wonder- 
ing about chances today: 

“The possibilities in business for 
young men who really want to 
work are much greater than when 
I started. In those days, business 
conditions were pretty much static. 
Today, they are so unsettled that 
anyone with the ambition and will- 
ingness to work hard can advance 
much more rapidly.” 


* * * 


HIENRY. PODOS of the Market 
Shoe Store in Niagara Falls, N. Y., 
says: 

“I have often wondered why shoe 
jobbers and manufacturers didn’t 
get together and adopt a standard 
size shoe box. It seems whenever 





SPEED AND GUINEA PIGS 





—We doubt very much the au- 
thenticity of the rumor that the 
Canadian Department of Agri- 
culture has offered Papa Dionne 
a contract to give pep talks to 
guinea pigs. 

—But we do know that we are living 
in a fast-moving age where Speed 
is King. 

—A business man in Chicago can 
make a telephone connection with 
his office in London or Paris in a 
few minutes. 

—A radio on Main Street, Joliet 
offers a symphony program direct 
from Vienna. 

—A great "flying hotel," carrying 
over 100 people, and with every 
luxury, airs its way from Central 
Europe to New York in less than 
three days (non-stop) time. 

—Great machines spew forth quan- 
tities of things faster than people 
can consume them. 

—News reels present to our blasé 
eyes actual sound movies of im- 
portant events even while the 
news is still fresh in the daily press. 


—So, it may be, after all, that Papa 
Dionne will add another contract 
to his already lucrative quintuplet 
enterprise. 


Lee 6 Toke 


President. 





we receive a shipment of shoes, the 
boxes are of a different size. We 
label all our boxes to keep our 
stock looking uniform and neat, 
and our shelving is built to accom- 
modate just so many boxes of stand- 
ard size; and when shoes are put 
up in many different size boxes and 
shapes, it is impossible to keep a 
store stock looking right. 

“No doubt many shoe merchants 
find the same condition in their 
stores. So why not cooperate with 
us and adopt a standard size box; 
and help the merchant keep his 
stock looking its best.” 
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E. B. NOBLE of Design and Dis- 
play Associates, Nashville, Tenn., 
wins the first prize trophy of the 
National Display Week, sponsored 
by the International Association of 
Display Men. 

The prize-winning window was 
a shoe window run by Joseph 
Frank Clothing Company of Nash- 
ville. Fourteen pairs of shoes on 
a series of plateaus and a dressed 
window model wearing sport shoes, 
put the window in the forefront 
during National Display Week. 


* * * 


WHEN Dick Runyon, shoe buyer 
for Daniels & Fisher, Denver, 
finishes his May buying trip, he 
returns home by the longest way 
round this Summer. Accompanied 
by Mrs. Runyon, he sails from 
New York down through the Pana- 
ma Canal and round to California. 
And if any of his friends, says he, 
get post cards from him picturing 
palm trees and beautiful maidens, 
along with a message “Wish you 
were here,” just pay no attention 
to them. Lucky guy. 








EDWIN A. GALLUN of A. F. 
Gallun & Sons Corp., Milwaukee, 
won the President’s Trophy at the 
Tanners’ Council meeting in White 
Sulphur Springs, with a low net 
of 143. Sedgwick Kistler of Kistler 
Leather Company, Philadelphia, 
was runner-up, having the same net 
score as Mr. Gallun but lost first 
place as a result of matching of 
cards for the two day’s play with 
respective handicaps applying. 

C. M. Morrison, Jr., of Reilly- 
Whiteman-Walton Co., Consho- 
hocken, Pa., scored the low net 
for two days’ play in the allied 
trades competition. A spectacular, 
even though unofficial, event oc- 
curred on Saturday, following the 
tanners’ tournament, when Ernest 
G. Howes of Boston made a hole- 
in-one on the 18th hole of No. 1 
Course. 















E. L. BUSH of the Bush-Flora 
Shoe Company of Roanoke, Va., 
is a merchant among many. More 











power to him and his like for one 
of our good traveling friends in- 
forms us that he has built a busi- 
ness on a firm foundation. He has 
never needed to add a nickel to the 
original capital invested. He has 
operated for twenty years without a 
sale. He has increased his business 
yearly and as a consequence, his 
rating has risen with it. He has 
always sold good shoes. Yes, in- 
deed, there is opportunity in shoes. 
He has recently taken his son, A. L. 
Bush, into the business as a partner. 

Emerson was correct in saying: 
“The direction we are traveling in 
is more important than where we 


are.” 


* * * 





KROSS KING, who represents the 
Banister line on the Pacific Coast, 
says: 

“The fact that the retail trade 
here in Los Angeles is showing 
and promoting men’s shoes which 
retail at $25.00 and up should 
give encouragement to merchants 
in all parts of the country to sell 
and promote their better grades. 
My sales on hand-made shoes are 
greater this year than they have 
been since 1927. Right now we 
have three accounts which are re- 
tailing men’s shoes at $25.00 and 
over. When a buyer will buy 36 
pairs of alligator shoes which cost 
him $17.50, mark them $30.00, 
and sell five pairs the first day 
they are shown, then turn around 
and give a healthy size-up order, 
well, that is a sure sign prosperity 
is here again.” 


* 


A RESORT hotel sends the fol- 
lowing letter: 

“Every once in a while it hap- 
pens that some one comes down 
here and sometime in the first few 
hours of his stay complains to high 


* -_* 
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heaven that he didn’t remember to 
bring his pet tennis shoes or his 
dancing pumps or something. 
Don’t let that happen to you, will 
you? And yet, if it does, we have 
some splendid shops in our com- 
munity, within a few minutes walk 
from the hotel. So either bring or 
get a pair of comfortable walking 
shoes and you will have a little 
foretaste of the pleasant life that 
comes through trips over the hills, 
the golf course and the paths and 
streets of our little town. 

“Oh, yes. Remember No. two! 
Is your reservation in or are you 
needing a card like the one en- 
closed? Yours expectantly,” 

Swell cooperation by the cus- 
tomer and the shops. 























































































The shoe merchant's son shows a flair for publicity in rigging up his kite. 





THE Family Shoe Store in Savan- 
nah, Ga., continues our customer 
complaint series and we give two 
stars for the following letter re- 
ceived by Mr. Raskin: 

“T have been buying all my shoes 
from you for years. This is the 
first pair that went bad on me. I 
got these about six months ago. 
The soles wore out quickly and I 
had them half-soled and rubber- 
heeled. Now the tops are all com- 
ing to pieces. I never had a pair of 
shoes do this in my life. 

“IT want to know, can you do 
anything about this for me? I am 
sending them so you can look them 
over. I could not come myself, as 
I cannot walk in these shoes. Thank 
you kindly.” 




















Spe could by vy smart under g well tailored CULE A 
betlen ATU, under a Cult Less Tuner leg 
High Sluts Again” you say. . ss, buf diercut high shun 
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"THIS week we give you a glimpse of Paris, showing 
how the French are keeping pace with the times in 
modernization of shoe store exteriors. Merchandis- 
ingly, the Parisians have, in this instance, out-lighted 
almost any American store we know of, by using more 
than a horse power of electrical energy per running 
foot the entire length of the two facades of this Pillot 
store. The large electrical sign “Pillot” which fol- 
lows the contour of the building is not included in 


GOOD 
SHOES 
DESERVE 
GOOD 
STORES 
















ARTISTIC EXTERIOR AND EF. 
FECTIVE LIGHTING MAKE THE 
NEW A. S. BECK STORE IN DE- 
TROIT A WORTHY ADDITION 
TO THE MANY FINE RETAIL 
ESTABLISHMENTS OF THE 
MOTOR CITY’S FAMOUS WOOD. 
WARD AVENUE. 















this computation. This sign, in itself, utilizes seven 
or eight horse power. 

This Pillot store is one of a group of medium-priced 
shoe stores operating in and about Paris, and the 
owners are convinced that light is a paramount fac- 
tor in successful business. The average show window 
unit is nine feet wide, and the combined wattage of 
seven concealed 500-watt show window X-Ray Reflec- 
tors and the countersunk lamps and reflectors which 
are used under the marquis total 7000 watts per nine 
feet, or slightly over one horse power per running 
foot. The reflectors direct the light into the show 
window. 

This unusually bright show window lighting not 
only attracts customers to the store, but makes this 
establishment outstanding on the block, in fact on the 
whole thoroughfare. The light from under the marquis 
eliminates any possibility of reflections on the plate 
glass, which might detract the attention of the pros- 
pective customers or passersby from the display. 

The particular feature of this type of show window 
light is that the light is concentrated on the lower 
third of the window, the “Attraction-Zone.” It is this 
area below eye-level, which is the most valuable sell- 
ing space in the window, as merchandise displayed 
thereon is first seen by the passers-by, and if it is 
attractive and well lighted, they are very apt to stop 
to examine it more closely. 

Another striking store exterior, with effective illu- 
mination of a somewhat different order, is the new 
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A. S. Beck store in Detroit, illustrated in the large 
photograph. 

For the first time in its history, the Callender, 
McAuslan & Troup Co., Providence, R. I., large depart- 
ment store, universally called the Boston Store, which 
recently completed a successful modernization 
program in its shoe departments, has also in- 
augurated complete and separate shoe depart- 
ments to bid for the trade of boys and girls 
between the ages of two and 12 years. 

“The new shops, opened during the last week of 
March, are called the Junior Shoe Shop and the 
Kiddies Shoe Shop, and are located adjoining on 
the third floor,” explains John Manning, manager. 


“Modernization is resulting in 
less resistance to our grading up 
policy.”? says manager of Provi- 


dence store’s shoe department 


TWO VIEWS OF MODERNIZED 
SHOE DEPARTMENTS IN THE 
BOSTON STORE, AT_PROVI.- 
DENCE, WHERE STORE IM- 
PROVEMENT HAS NOT ONLY 
STIMULATED SALES, BUT 
HELPED ALONG THE GRADING 
UP POLICY OF THE MANAGE. 
MENT. 


LIGHTING PLAYS A LEADING 
ROLE IN THE DECORATIVE 
SCHEME OF THIS NEW PIL- 
LOT MEDIUM PRICED SHOE 
STORE IN PARIS. 


, 
“nytt 


> 





“The new shops were opened in conjunction with the 
remodeling, modernizing and enlarging of the women’s 

shoe department on the second floor of the store. 
“The new shops for the young folks feature quality 
[Turn TO PAGE 40, PLEASE] 


Paris also goes in for store mod- 
ernization and lighting plays im- 
portant part in new Pillot store’s 


promotion program 
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A “REMOTE CONTROL” 


AT various times in past years the Fontius Shoe Com- 
pany of Denver has had one or more branch stores 
either in Denver or elsewhere. In order to provide a 
better “remote control” on these branches, an excellent 
daily report sheet was worked out some six years ago 
by Murray C. French and Ambrose Hanes. 

This report sheet “closes the business” every night, 
consequently a representative of the main store can 
step into the branch at any time and check everything 
completely in a couple of hours, much after the manner 
of a bank examiner. The branch store keeps up its 
own stock book, one page for each style, and also its 
own accounts receivable ledger. All other bookkeep- 
ing is done in the main store from the figures fur- 
nished by the daily report, a carbon copy of which is 
kept in the branch. 


Information on daily reports 


You will note that this daily report sheet, while used 
here as a branch report, shows exactly the same in- 
formation every merchant should have daily about his 
own business. 

This array of arrows shown on our cut does not 
appear on the report itself. A little study, however, 
will show the reader that in each case the amount 
entered at one end of the arrow must be the same as 
the amount at the other end. Thus, the arrows show 
how the report must check up with itself every day. 

The two sides of the cash statement, A and B, must 
balance daily. If the cash is over or short, the amount 
is listed in either A or B to make the account balance. 

When the daily report goes to the main office it 
must be accompanied by a receipt for every paid-out 
item in A, also by a bank deposit slip for the previous 
day’s deposit. Under this system the day’s deposit 
must necessarily include all the day’s receipts not 


otherwise shown as paid out. Of course, the “change 
for tomorrow” in A is always the same amount as the 
“change from yesterday” in B. 

When a customer makes a payment on account, the 
name and amount are entered in B to provide a future 
check-back if necessary. If a $5 sale is made with $1 
down and the balance C.O.D., the entire $5 is entered 
under the sales, D, and the $1 is entered as a C.O.D. 
collection in B. 


Breakdown of day’s sales 


Section C of the report breaks the day’s sales down 
into (a) department sales down the left side and 
(b) individual salesmen’s sales across the bottom. Of 
course, these two breakdowns must add to the same 
total, and this total must further agree with the total 
in section D. 

In E is a daily record of the total accounts receiv- 
able. The total “receivables last night” plus “charge 
sales today” minus “collections today” equals “ac- 
counts receivable tonight.” This amount is carried for- 
ward to the top line of tomorrow’s sheet. It must 
always agree with the total of the individual ledger 
accounts. 

The merchandise report, F, provides a perfect daily 
perpetual inventory. In effect it says, by separate de- 
partments, “stock on hand last night, plus‘what came 
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FOR BRANCH STORES 


by MURRAY ©. FRENCH 


in today, minus what went out today equals stock on 
hand tonight.” This bottom row of figures is carried 
forward to the top on tomorrow’s “On Hand Last 
Night.” 

To keep this perpetual inventory accurate, every 
figure is rechecked daily in the main office. Invoices 
must accompany the report to agree with the “received 
today” figures, also a markup slip for any “markups.” 
Fontius’ bookkeeping is done on the “retail system 
of inventory,” so all figures in F are retail amounts. 


Transfers and markdowns 


In case shoes are transferred from the main store 
to the branch, or vice versa, a regular sales check is 
made out at the total ‘etail selling price. Of course, 
this is not included in the daily sales. The duplicate 
side of the ticket goes with the shoes and is treated as 
an invoice, the amount being entered under “received 
today” at the receiving store. The original side of the 
ticket becomes an “out transfer” to be deducted from 
the sending store’s stock. 

Markdowns are also deducted from the stock value 
and each markdown must be accompanied by a mark- 
down slip telling what and why. P.M.’s paid salesmen 
are listed at G as a checkup. 

The reverse side of the report is interesting because 
it acts as a “work sheet” in the tabulation of the figures 
needed. It is ruled off so every sales check is quickly 
listed as (a) cash, charge or C.O.D. and (b) by de- 
partment, each salesman’s checks being listed by them- 
selves. 

All this sounds like a lot of work, but, like any other 
system, it becomes second nature after the store mana- 
ger works it a few days. 

Furthermore, all merchants who have ever operated 
branch stores will agree that unless you are willing 
to install and keep up an iron-clad checking system, 
you had better not open a branch at all. 


If you operate one or more 


community shops here’s 


how to 


check and 


check daily 


double 











Paris 


Preferred 


Fashions. 











Spring Developments in the 
French Capital 


STRIKING contrast in leather trimmings and ap- 
pliqués, vivid color in stitchings and pipings, mixed 
leathers, the rough with the smooth, the dull with the 
shiny, these are the details high-lighting the Paris foot- 
wear fashions of the moment. 

The opening of the racing season focused attention 
on the newest styles for formal day wear. The smartest 
Parisians seen wore high-heeled pumps with tall front 
trimmings, or fancy oxfords, laced or ribbon tied. 
These types were predominating, in antelope or kid, or 
in combinations of both. 

Among the leather colors noted and in ample variety 
were brown, Bordeaux red, dark green, dark blue and 
black, matching the costume of the accessories. The 
more formal models subscribed to one color but two 
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TWO PARISIANS DISCUSS THE SMARTNESS OF 

DARK SHOES WITH LIGHT COSTUMES . 

SQUARE TOES PREFERRED FOR THE WHITE 
SPORTS SANDAL 


by ALICE MAXWELL APPO 


leathers, such as Bordeaux antelope trimmed with 
Bordeaux kid or calf, black antelope with patent 
leather, green kid or suede with green lizard. 

The less formal the costume, the more color appeared 
in the shoe. The confetti colors that blew like dust over 
hats and veils all spring, have now fallen upon footwear. 

Stitchings in mixed colors were employed on suede 
and kid surfaces. Red, yellow and green stitchings 
made a design on the toe of a pump in purple antelope, 
and the three colors were lined up again in kid pipings 
at the base of the heel. 

Orange leather added to red and green leathers made 

[TuRN TO PAGE 45, PLEASE] 
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by RUTH HARRINGTON 


Highlights of the showings are drama- 
tically simple shoes; emphasis on black 
and skillful use of color in combination: 


@ material surprise in reptiles, high- 


front, low-side patterns. 





THIS year the Shoe Guild earnestly requested all of 
us “ladies of the press” to arrive before breakfast on 
Monday the first morning of the show and to retire, 
Cinderella-like, at the stroke of twelve (noon). Their 
idea was that no buyers would be stirring at those 
hours and we could pursue our reporting without inter- 
ruptigg business. 

But their reckoning on this was in error. Several 
important buyers were on the doorstep and serious 
business started at the stroke of nine. It was evident 
at any early hour that this Guild showing was building 
up to a great big success. As we sandwiched our 
questions in between order-taking, we could see that 
quality business is here again and fine shoes are with 
us once more. 

The shoes themselves were the most eloquent evidence 
of the fact that fine shoe-making is in the ascendency. 
Very simple they were. Simple with the elegance that 
only masterly designing and mastery craftsmanship 
can achieve and that cheap shoes cannot approximate. 
Buyers, so they tell us, were talking much less about 
price and much more style and quality. 


THAT price is less of an object was proved dramati- 
cally, for instance, by the persistent emphasis on rep- 
tiles . . . among the most expensive skins you can put 
into shoes. To us this reptile note was the surprise of 
the show. In showroom after showroom alligators ad 
lizards were prominently displayed for all-over shoes 
as well as trims in the fine tailored patterns so char- 
acteristic of this season. 
But to get on with the show: 


Colors first. Black and more black. Everybody 


agrees black will be as big as last year and many ex- 
pect it to be much bigger. Black strongest, obviously, 
in dressy types, newest in sports shoes. Black used 
dramatically in combination with color. 

A difference of opinion about conservative Marrona 
browns. 


Some people feel it will suffer from black 


PRESENTS the HIGH STYLE PICTURE for FALL 









The 
SHOE 
FASHION 
GUILD 


and from the more positive colors. Others believe 
Marrona brown is the next best bet to black in suedes. 
That’s an important point to check against actual 
orders. 

Russet browns very prominent in the sports and 
tailored types. Some resistance to them in many cases, 
for dressier shoes. All russets are toned down and 
darkened and present a very different picture from 
this Spring. 

Green gets most of the notes as the feature high 
shade, with ox-blood a close second. Aubergine shoes 
very scarce—one or two samples in most lines, to be 
covered in case the cat jumps that way. But in the 
electric light of the showrooms it was almost impos- 
sible to tell Aubergine from dark brown—and that is 
precisely the weakness of the color at this point. 
Bronze is another color that is sampled sparingly, 
“just in case.” Gray represented everywhere, most in- 
teresting in reptiles; navy shown for early, carry-over 
business. 


COLOR combinations very important. Russet on dark 
brown continues, but every color combined with black 
newer . . . rust and black, gray and black, blue and 
black. 

In materials, suede and calf take most of the lime- 
light, with the before-mentioned reptiles in competi- 
tion and patent very strong fashions. A few of the fine 
grained leathers to compete with reverse calf; a bit of 
the shaggy, “pony”——finished reverse calf as a novelty 
in the same class. A few fabric shoes for mid-season 
business suggested by some makers; others completely 
negative on fabrics and one maker playing an im- 
portant twill generously trimmed with leather across 
the board as the logical opening shoe for warm late 
Summer and early Fall. These shoes meet the prevail- 
ing objection that fabric shoes look “just like Spring 
shoes,” by using so much leather in combination that 
the effect is entirely different from the typical Spring 
shoe. [TURN TO PAGE 48, PLEASE] 




















EN the process of manufacturing prosperity with 
make-believe money, we may be thinking in terms of 
the stock market; but nevertheless, in trade, it is just 
as hard and even harder than ever before to get a new 
dollar for the old one. Nationally we may be going 
through the process of financing unsound activity with 
unsound money, which at the present time is the reason 
for our increasing government debt but when it comes 
to buying and selling goods, the battle is on between 
the public that can’t or won’t pay more and the mer- 
chant who must offer his wares at a price that will 
move them. 

Conditions are better than they were a year ago and 
business is better at retail than it was a year ago. But 
what about profits and reserves? Every store, every- 
where should seriously study efficiencies and economies 
in distribution. 

A retail store clerk, with that burst of generosity 
that comes after making a sale, tells the customer: “Oh, 
don't carry them, we will be happy to send the shoes 
to your home.” The twenty-two cent charge for such 
delivery is sheer waste. Another clerk, in taping a 
package for mail delivery, uses several extra yards of 
adhesive paper. Again a little wasteful when you con- 
sider that enough is enough, but too much is extrava- 
gance. Little penny leaks “make a muckle.” 

These are little things and may not seem very im- 
portant; but many a business has been “profitized” by 
attention to the little extravagant gestures that go into 
store operation. Not so many years ago a manufacturer 
stood up in convention and said that he had saved 
nearly $1,000. in shoe thread by curbing the habit of 
the sole stitcher to swing his arm between operations 
and thereby waste several feet of thread. These little 
things affect the economy of the day for it is often 
the little leaks that run a business into red ink. 
There is no need of being niggardly but there is need 
of being conscious of waste. 

Many a concern has continued its traditional habits 
of extravagance, ever living in the hope that increased 
volume would offset the rising costs—to discover at 
the end that for a year’s work at retail the net result 
was red figures. 

We voice the caution now, as we did in the past, 
when things were riding high—to tuck away a 
little money against the possibilities of a time 
when it will be needed. After this synthetic pros- 


Making a Synthetic Prosperity—REAL 
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By ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


perity we may have a secondary depression and 
look out then for the commercial catastrophe of 
no reserves. With every day’s betterment of busi- 
ness, apply the cautions of remembrance. Those 
concerns that have weathered the gale have done 
so because they could not only tighten their belt 
but pay their bills out of cash and credits accu- 
mulated over the years. 


Good-will has indeed been the major credit item, 
for many an organization would have been pushed to 
the wall if it had not had years of successful operation 
behind it. Creditors rightfully believed that “to carry 
them” would bring about eventual solvency. Such is the 
good faith of business men generally in a good name, 
good character and good-will with the public. 

At the moment we may seem to be temporarily in 
a ragged market; but it is just the lull before future 
activity. The hesitation is seasonal as well as senti- 
mental, but of this you can be sure—in the next three 
or four months you will see much money in circulation 
... bonus money, stock market profits, general spend- 
ing by the public at large, “fear money” from abroad 
pouring into the country. Business will begin to bustle 
again in anticipation of Fall and Winter, for goods of 
all kinds have to be made in advance of a season. 

The markets will become buoyant, for the amazing 
thing about Americans is their capacity for recupera- 
tion. It may be a presidential year and all that; but 
nothing is standing in the way of the forward push 
because the will of the people is in that direction. 
Whether you get better prices or hold your own levels 
of prices to fit the needs of your customers, let not a day 
pass but what you give some thought to the inevitable 
future—with cash in the bank and reserves accumulated 
penny by penny, dollar by dollar. It is the little stores 
in the little community that is carried away with the 
glory of its daily sales records. These are the stores 
that respond readily to the buying of goods and gadgets 
that increase the costs of doing business. 

So we say, whether the harvest be large or little, tuck 
away something for the reserves needed. Let us not 
forget the lesson of the very recent past, for it is a 
horrible thing to see a business die. 
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ie STYLE that sells the shoe, and even’ _wearing qualities, the same comfort and 
the heel can now be pointed to with _ resilience as previous Goodyear heels, but 
pride if it is the new wood core heel by _ have given it the added appeal of STYLE. 


Goodyear. No wonder more people walk on 
For we employed a well-known indus- Goodyear Wingfoot Heels 
trial designer to fashion this at- than on any other kind! 
tractively patterned heel, These heels are worthy 
just for us. And we have of the best shoes 


made it with the same long- you sell. 


MORE PEOPLE WALK ON GOODYEAR WINGFOOT HEELS THAN ON ANY OTHER KIND 


mn 


‘1 aa 
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PRIZE WINNING PATTERNS 


Judges Award First Prize to the Center 

Composition Showing Shoe and Com- 

pleted Ensemble, the Complete Inside 

and Outside Pattern and the Finished 
Pull-Over 


Second Prize on the Left for Color Har- 
mony and Smartness 


Third Prize on the Right for Perfect 
Pattern-Making and Craftsmanship in 
the Finished Pull-Over 


Committee from left to right: 
A. D. Anderson, Michael A. 
Miller, A. D. Sebastiani and 


Louis Feman, instructor 
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Prize Winning Designs of the 


THE shoe designing course given at the Central Needle 
Trades High School in New York City, Mortimer C. 
Ritter, principal, Louis G. Feeman, instructor, is con- 
ducted every Tuesday and Thursday evenings from 
6.45 to 8.45 p. m. during the school seasons. The class 
begins in early October and continues through to May. 
These two-hour sessions are spent in actual study of 
patterns—the drafting of patterns and creating original 
designs. The student is given a broad foundation in 
the basic principles of shoe construction, last construc- 
tion and the shoe fitting as it pertains to the proper 
designing of shoes. The correlation of the foot, the last 
and the shoe is emphasized to such an extent that the 
shoes will meet with every practical problem of use. 
Patterns are thought of as shoes to be worn and not 
mere beautiful pictures. Shoe treatments are applied 
to the patterns only when and where they lend addi- 
tional comfort to the wearer. A thorough study of 
color blending, as it applies to the costume, is de- 
veloped. At the end of this course, the final examina- 
tion consists of a series of questions which really com- 
prise the designing of a complete line of shoes for a 
manufacturer at a specified price range. Those who 
successfully complete the course are awarded a certifi- 


cate which carries with it recognition by the State 
Education Department. 

The course in shoe merchandising is given on Mon- 
day and Wednesday evenings, at the same time and ‘or 
the same period as the shoe designing course. The course 
of study in shoe merchandising is designed to meet the 
needs of persons employed in the shoe selling field. It 
comprises such topics as a study of shoe materials, shoe 
constructions, study of lasts and their grades, shoe 
salesmanship, stock control, shoe department manage- 
ment and merchandising. The final examination in 
this course consists of such topics as present them- 
selves from the actual experiences of retailing—both 
from the angle of store management and store control. 
Such problems as buying methods, size runs, stock ar- 
rangement and store organization are given minute 
study. 

These classes have been organized through the efforts 
of Louis Feman, who has assembled all the material 
that is used as the basis of these courses and who has 
made a lifetime study of these problems. 

This is the sixth year that these courses have been 
given. Any one who is employed in any branch of the 
shoe industry is eligible. At the end of each semester 
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New York Shoe Designing Course 


Perfection of Pattern and Finished Pull-Overs Win 


Gold Medal, Silver Medal and Certificate 


about twenty-five students are graduated and about 80 
per cent of this group are awarded certificates for sat- 
isfactory completion of the work and prescribed at- 
tendance. 

This week in New York City a committee of shoe men 
selected winners in the school’s shoe design contest. 
The contestants are adult shoe trades employees, not 
one of whom has ever designed shoes professionally. 
“hey qualified at the free evening school. The sponsor 
of the prize was the Evening School Organization. A 
Spring Annual Fashion Display was held at Public 
School 21 in New York City—in which all the different 
departments of the school displayed the type of products 
made by each department. Each phase of the needle 
trades was represented by a committee of judges whose 
job it was to select the prize-winners. 

The basis of selection was made up along the follow- 
points: (1) Originality of design; (2) Practicability: 
(3) Completeness of work; (4) Economy of pattern. 
In the shoe trades, the committee consisted of Michael 


A. Miller, chairman, Advisory Committee; Leo Schultz, 
A. D. Sebastiani of Montreal, Canada, shoe manufac- 
turers, and Arthur D. Anderson. This committee of 
judges viewed some ten qualifying plates at the offices 
of the Boor AND SHOE REcorpER and there selected the 
winners according to the qualifications as set down 
above. 

First prize winner, selected unanimously, was Bessie 
Gregory, who is a free lance sketcher in the shoe trade. 
The second prize was won by Jeane Clarke and the 
third prize by Andrea Peluso, a bench shoemaker. 

The object of the contest is two-fold. First, it stimu- 
lates a new generation of shoe designers in the shoe 
industry to bring out the best in style; and second, to 
awaken the industry to the fact that New York City is 
the leading style center for America and the world. 

New York City is trying to attune its educational 
facilities to the demand of the public and its industries 
and in that way to prepare better trades workers and 
make them happier in their present environment. | 
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Other 
People’s 


By HARRY R. TERHUNE 


1936 


Ideas 


Field Editor, BOOT AND SHOE RECORDER 


EVER hear of a sport shoe barom- 
eter? M. Kalsman has one tacked 
up on the sport shoe rack in the 
Silverwood store in Los Angeles. 
It is a day-by-day record of the 
men’s sport shoe stock, only it is 
different from any I have ever seen 
before. It starts from the first of 
May and: continues on through the 
month of July. Shoes sold in April 
do not count, neither do those on 
the shelves the first of August. 
This record shows the number 
of sport shoes in the house May 
first, the number on order and the 
number which must be sold daily. 
If the daily quota is 30 pairs and 
only 15 are sold, then the figures 
15 go down in red ink. Should 
the sales the next day be another 
15, then the red ink shows a total 
of 30, meaning 30 pairs behind 
the needed average. If 50 pairs 
are sold the third day, the red ink 
figures are cut down to 10. 
Watching this barometer is a 
great help in buying, also in keep- 
ing the stock up. This store feels 
that if a man comes in August first 
or even September first asking for 


a pair of sport shoes he should be , 


served with fresh shoes in his fit- 
ting in a reasonable array of styles. 
A rather peculiar way of doing, 
yet it has been the great thing 
which has brought back many re- 
peat customers to the house. 


* * * 


THE Walk-Over shoe store, in 
Broad Street, Newark, is emphasiz- 
ing, with considerable success, the 
importance of careful color con- 
trast and blending. It has a list of 
suggestions of interesting combina- 
tions to brighten Spring costumes 
and to vary the effect of the same 


costume. Four changes of shoes 
and accessories are suggested for 
each of four basic costume colors. 
The list was given a half-column 
spread by the fashion writer of one 
of the Newark dailies. 


* * * 


A SIMPLE and effective inner- 
store introduction card is used in 
The Broadway Department store, 
Los Angeles, that makes many 
extra sales for the shoe department. 
Customers appreciate being given 
a card of this nature as is evi- 
denced by the large numbers which 
are turned in daily. 





INTRODUCTION CARD 


Please extend every courtesy to this 
visitor in your department. 





Each salesperson who receives 
one of these cards from another 
department notes the amount of the 
sales, then turns the card over to 
the buyer. Weekly lists showing 
the number of introduction: cards 
issued by each person, together 
with a total amount of goods 
bought, are posted. A considerable 
amount of rivalry is _ thereby 
worked up. 


* * * 


ET took Cowen’s Shoe Store, in 
Miami, some time to take inventory 
and close out old stock, so they fol- 
lowed their usual custom and 
closed for an entire day while work 


went on inside the store. Stocks 
were rearranged and marked and 
made ready for the crowds which 
arrived next day, in response to the 
heavy advertising listing price lines 
and special features. As a pre- 
Easter event this was very success- 
ful. 


* * * 


EVERYONE has heard of “The 
Book of the Month,” but in Seattle 
there is highlighted as the newest 
note of fashion “The Shoe of the 
Week.” 

Harry Perkins, with a brilliant 
shoe salon for women on swanky 
Fifth Avenue, Seattle, introduces 
clever shoes by this clever mer- 
chandising plan. 

The “Shoe of the Week” is spot- 
lighted in the “Little Shop,” a 
featured section of the exclusive 
store, which has a following of 
smart and socially-inclined women, 
for the showing of the outstanding 
successes from week to week. 

To many a socialite there is 
almost irresistible appeal in the 
newest and smartest, and the “Shoe 
of the Week,” blending the art of 
skillful merchandising with skill- 
ful shoe creations, is highly sug- 
gestive to those who yearn for the 
very latest fashion in footwear. 


* * * 


MIANDEL BROTHERS shoe 
clinic, Chicago, is featuring heels. 
In their newspaper and store ad- 
vertising they call attention to the 
fact that “fashion takes to heels this 
season,” and offer to change shoes 
from high to low heels, from wood 
to leather, and from run-down to 
built-up heels. They list the names 
of heel types and exhibit samples 
in the repair department. 
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In Shoe Retailing, as in Racing, it’s PERFORMANCE that counts 


When Natural Bridge Shoes 
are Sold... they STAY Sold 


| [latwral Bridge 
oii Shoenw_ 


with TRU-POSTURE 
FEATURES 



































Drartvine HOME. there is a horse out 
front! The crowd calls him the 
“Class of the Field”! .. . He is consistent 







and out of a majority of starts has been 





“up in the money.” 


In shoe retailing, too, PERFORMANCE 
counts. In this highly competitive field 






a wise merchant must have shoes with 






added speed in styling, “stamina” and 
fitting qualities that will put him out in 
FRONT. 


See our new /latwrat Bridge Line for 
Fall. A card or wire will bring a sales- 
man with proof of remarkable selling 
performance by Natural Bridge—A sure 
way of keeping you well out in front. 























IN STOCK JUNE 20 FOR FALL SELLING 

4521—Black kid 4-Eyelet Rigsby Tie, Uco 
Process, 16/8 continental heel: .1AA 
5144/9, AA 5/9, A 4%4/9, B 4/9 and C 
31%4/9--$3.15. 

4522——Same style and sizes in brown kid—-$3.25. 


Most styles to retail at as A few at *6 


WELTS + SILHOUWELTS - UCO SEALON PROCESS 














All proven features for rational Foot Health Selling 


Natural Bridge 





Shoemakers 


Division of Craddock-Terry Company—Lynchburg. Va. 





ALSO MAKERS OF THE FAMOUS Billiken TRU-POSTURE JUVENILE SHOES 
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& POTTER COMPANY, BROOKLYN, NEW YORK 





STEWART 


STYLE — SERVICE — FIT 


are indispensable factors in Last Making. For 





over fifty years, Stewart and Potter Company 
have maintained an acknowledged leader- 


ship in this art. 


Leading Shoe Manufacturers and Retailers 
know that shoes made over these lasts are 


foot fitters and always properly styled. 





THE LAST WORD 


UNITED 


—— UNITED LAST COMPANY 
140 FEDERAL STREET, BOSTON, MASS. 
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The individual and collective experience and 
facilities of these manufacturing units 


are constantly available to the Shoe Industry 


FITZ BROS. CO. EMPIRE LAST WORKS 
AUBURN, MAINE ROCHESTER, N. Y 

T. W. GARDINER CO. KRENTLER BROS. CO. 
LYNN, MASS. ST. LOUIS, MO. 

UNITED LAST CO. KRENTLER BROS. CO. 


BROCKTON, MASS. MILWAUKEE, WIS. 
STewarT & PoTTERCO, THE LAST WORD  ynitep tastco., tTD. 


BROOKLYN, N. Y. U N | T E D MONTREAL, P. Q. 


UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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MISSION KNIT 

HOSIERY 

” se we servtee Chiffone 85c 

1 MILLER Lo\4 ¢ Sheer Chiftons Sys 


Romesitas Show , 
$11.50 t $13.50 | f “exer §=—- $455 


RACINE SHOES for men EDWARD'S SHOES 
$5.00 and $6.00 the pair for childten 


FLORSHEIM SHOES for men 
$8.75 and $10.00 the pair 


Natenally-knowe for thew Seyle. combort and Wearsislity the choue of 
beh cwality 








TELLER inc mnm ewes 
=—— 


Style is the keynote of 
Summer shoe advertising, 
and ad men vie with one 
another to make illustra- 
tions attractive and copy 
convincing 


Promotion starts early as stores the country 


over launch spectacular newspaper campaigns 


*6QTART off the season with a smash advertisement, a full page if possible; any- 
way a striking ad of dimensions sufficient to command attention.” 

That’s the advice of Fred Newcomb, Santa Ana, Calif., shoe merchant, and it’s 
advice worth thinking over pretty carefully right now when the Summer shoe 
promotion campaign is just ahead. People have had just enough of a taste of 
Summer to be in the mood to respond to a dramatic presentation of the sort of 
shoes they’ll need and want for vacation season and Summer outdoor wear. 

“This Spring,” says Mr. Newcomb, “we tried to impress the people of Orange 
County with the idea that our store was a style center for shoes and hosiery. We 
were most successful. The week the ad appeared was the peak week with us, 
Saturday being ‘tops’ in sales for the past six years. The men’s business has been 
excellent in all grades, while the children’s business is picking up fast in the one 
good grade we carry.” 

Great care was taken, in planning this full-page ad, to make certain that all of 
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‘Aw Event Planned Months Ago! he Se 
benuine White Buck Shoes 
~5.95  liGlorities 


















INTEREST IN 


Smart illustrations show the place of a 
multitude of patterns, all-whites and com- 
binations, in the Summer fashion picture. 


WHITES 


the shoes would be just right. Each was drawn from the actual shoe by a good 
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artist. Then a good advertising agency was used in seeing that the copy and lay- 
out were right in every detail. As a result, the ad clicked in the minds of con- 


sumers and coins clinked in the cash register. Various 


lines of men’s and women’s 


shoes and slippers featured at the Newcomb store were played up in this ad, as 
shown in the illustration, with attractive styles representative of the several lines. 
Sales were stimulated all along the line, proving that spectacular publicity of this 


character has a direct pulling power. 


Current newspaper advertising from many sections of the country confirms. 


even at this early stage of the selling season, the num 


erous forecasts of big white 


shoe season. Typical of some of the more striking of these white shoe ads are 
those that have been reproduced herewith. A wide variety of interesting white 
shoe styles are illustrated in these advertisements, layouts are attractive and in 


many instances big space is used. 


[TURN TO PAGE 46, PLEASE] 













































BARBOUR WELTING COMPANY, BROCKTON, MASS. 
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Good Nesta oid Good Stores 


[CONTINUED FROM PAGE 25] 


shoes with nothing but solid leather 
construction, with flexible welt sewed 
shoes. Two fields are covered, one being 
a medium priced line retailing from 
$2.50 to $4 for Robin Hood line and the 
top grade of Kali-sten-iks ranging from 
$3 to $6. Official Boy and Girl Scout 
shoes are also featured. Wide stocks in 
all sizes, widths and styles are featured 
in each line, to please the boys and 
girls as well as their parents. 

“The initial announcement of the two 
new departments was through local 
newspaper advertising, offering a free 
souvenir to each child visiting the shops 
accompanied by a parent. In the future, 
direct-mail will be used extensively. 


Customer Follow-Up System 

“A system of filing the name and 
address of each customer has been 
adopted, to compile a list for follow- 
ups, including the sending of birthday 
cards, Scout hand-books as well as 
special announcements of new or un- 
usual additional styles and kinds of 
shoes. A mailing in the very near 
future, for instance, will feature Arch 
Keds and the new line of children’s 
and misses’ Kadettes.” 

The Junion Shop is attractively 
finished in rose, black and cream while 


its neighbor, the Kiddies Shop features 


green, rose and cream, both presenting 
an inviting, attractive color combina- 
tion. 

The new women’s department, done 
in blue, rose and cream, has been com- 
pletely remodeled and modernized. 
This department now features the 
American Girl line at $5, the Natural- 
izer line at $6.75, Queen Quality from 
$6.50 to $8.75 and the Arch Preserver 
selling from $9.50 and up. Natural- 
izers are newly added to the Boston 
store stock, and have proved good 
sellers. 

Two smartly-designed, circular, wall 
displays feature the selling themes 
“Gray is Right—It’s Chic” and “Blue 
Is Color—It’s New” in attractive 
fashion. 

“Modernization,” explains John 
Manning, manager, “is resulting in 
less resistance to our grading up pol- 
icy and is helping us to sell better 
quality shoes. Our general policies, 
in all departments, is to sell good 
quality shoes, properly serviced and 
fitted. 

“Response to our new children’s de- 
partments has been very gratifying 
and actual sales have been very good. 
We expect this department to become 
one of the outstanding departments 
of its kind in the State.” 


1936 


Heads Providence Department 


JOHN MANNING 


Mr. Manning finds modernization in 

Callendar, McAuslan & Troup store, 

Providence, not only stimulated sales 

but also aided store in its effort to sell 
more better-grade shoes. 


New Shoe Store in Little Rock 


LITTLE Rock, ARK.—The building at 
210 Main Street, which has just re- 
cently been remodeled and redecorated, 
is now occupied by the John Bruce 
Shoe Store, one of the neatest and most 
attractive stores of its kind in the 
city. 

This store is one of three which op- 
erate in this state. One store is located 
in Pine Bluff, Ark., at 314 Main Street, 
the other at Jonesboro, 320 Main 
Street, and were formerly known as 
Jones Brothers Shoe Stores, with 
headquarters in St. Louis. 

A. P. Jones, manager of the new 
John Bruce Shoe Store here, is also 
supervisor of the stores that operate 
in the state. Mr. Jones said that all 
the shoes were styled by J. Lonnie 
Jones of St. Louis. 


Appointed General Manager 


CANTON, OHIO — Edward Adelman 
has recently become associated with 
Dan Factor of Canton, Ohio, who oper- 
ates three retail stores, using the name 
of “Nobils,” in the capacity of general 


manager. Mr. Adelman was a large 
operator of shoe stores for a number 
of years and is well equipped for his 
new duties. 

The Factor organization is contem- 
plating opening several new stores dur- 
ing the summer in preparation for the 
Fall trade. Headquarters and ware- 
house are maintained at 222 Cherry 


Street, N. E., Canton, Ohio. 
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fain Srves 


ARE ON 





RAUER BROS. SHOE COMPANY 
announces that Paradise and Free 
Step salesmen have been on the road 
for two weeks and are doing a record- 
breaking business in the new fall styles of these lines. 
New lasts and new patterns have been added to make 
Free Step and Paradise shoes two of the most outstanding 
lines in America. Be sure to see them before placing 
your fall orders! 


Free Step shoes are now in stock and are represented 
by all Brauer Bros. salesmen. 


Both Free Step and Paradise shoes will be on display 
at the Ohio Shoe Retailers Association Convention 
June 14-15-16, Hotel Netherland-Plaza, Cincinnati, 
Ohio; the California Shoe Retailers Association Con- 
vention June 15-16-17, St. Francis Hotel, San Francisco, 
Calif.; the Wisconsin Shoe Retailers Association Con- 
vention June 14-15, Park Hotel, Madison, Wis.; the 
Pacific Northwestern Shoe Retailers Association Con- 
vention June 21-22-23, Olympic Hotel, Seattle, Wash.; 
and at the Illinois Shoe Retailers Association Con- 
vention June 21-22-23, Hotel Pere Marquette, Peoria, 
Illinois. 


@ Write for an early engagement with our repre 
sentative in your territory. 


Brauer Bros Joe Company 





di 


1S' 


THE ROAD / 






Brauer Brothers 
Representatives 
and Territories... 


FRED V. BANISTER 
Biltmore Hotel, Los Angeles, Calif. 


California, Idaho, Montana, Nevada, 
Oregon, Utah, Washington. 


E. C. COOPER 
Hotel Montrose, Cedar Rapids, fowa. 
Minnesota, North Dakota, South Dakota, 


Wisconsin. 


FRANK J. FLOOD 

119-12 107th Ave., Richmond Hill, N. Y. 
Connecticut, Delaware, Maine, Maryland, 
Massachusetts, New Jersey, New York, New 
Hampshire, Pennsylvania, Rhode Island, 
Vermont, Washington, D. C. 


O. B. HARDCASTLE 
1922 S. Akard, Dallas, Texas. 


Alabama, Illinois, Kentucky, Tennessee. 


R. E. HESS 
2800 W. 21st St., Oklahoma City, Okla. 
Arkansas, Kansas, Missouri, Nebraska, Okla- 


homa, Colorado, Wyoming. 


THORNTON L. MATHEWS 

315 Buford Place, Macon, Georgia. 
Florida, Georgia, North Carolina, South Car- 
olina, Virginia, West Virginia. 








GEORGE SENNHAUSER 
4157 Guilford Ave., Indianapolis, Ind. 
Chicago, Indiana, Michigan, Ohio. 





R. A. OPPENHEIMER 
1743 S. Gary Place, Tulsa, Okla. 


Arizona, N. Mexico, Texas, Louisiana. 
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Getting them through is Railway Express’s 
own specialty. On urgent business, such as 
samples and special orders, we can in many 
instances give overnight service. Railway 
Express picks up all shipments by fast motor 
truck, forwards them on swift passenger trains, 
delivers promptly on arrival. With 23,000 
offices at your disposal across the continent, 
we reach anybody practically anywhere, at 
any time. All transactions are checked from be- 
ginning to end by a receipt at pick-up and an- 
other on delivery, and automatically include 
liability up to $50. It’s a through, personal 
service, no delays, no side-tracking, and no 
extra charge for this extra-careful handling. 

For service or information telephone the 


nearest Railway Express office. 


RAILWAY EXPRESS 


AGENCY INC. 


NATION-WIDE RAIL-AIR SERVICE 
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Dr. Scholl Visits Nine Countries 
in Two Weeks 


LakeHursT, N. J.—A new commercial travel rec- 
ord, involving two trans-Atlantic crossings and visits 
to eleven European cities in nine different countries, 
is being established at this writing by Dr. Willam M. 
Scholl, Chicago millionaire foot specialist and manu- 


facturer of orthopedic devices, who sailed aboard the 
Hindenburg on her first trip from New York to make 
an 18,000-mile business trip by air. 

Dr. Scholl left Chicago by plane on May 10th, 
stopped off at his New York office and later flew to 
Lakehurst, where he boarded the Hindenburg for 
Frankfort, Germany. Using regular air lines and 
without engaging any special travel service, he is visit- 
ing branch offices of the Scholl Manufacturing Com- 
pany at Frankfort, Berlin, Copenhagen, Stockholm, 
Zurich, Basle, Milan, Madrid, Barcelona, Paris and 
London, intending to make the entire circuit of more 
than 18,000 miles from Chicago and return in ten 
days, an average of more than 75 miles per hour during 
the 250 hours in which he expects to be absent from 
his desk in Chicago. 

“In 1929, when I crossed on the first trip of the 
Graf Zeppelin,” said Dr. Scholl, “the passage cost 
$2,000. The fare aboard the Hindenburg was $400, a 


reduction of 80 per cent in five years.” 


Adopt Summer Show Policy 


Boston, Mass.—At a meeting of the Independent 
Shoe Manufacturers’ Association, held in this city 
May 13, the question of Summer style shows was dis- 
cussed at length and a decision was reached that it 
would be to the best interests of all to confine their 
attendance to the Boston Shoe Fair, scheduled to open 
at the Statler Hotel on June 8. An open letter to the 
trade was drafted, setting forth the reasons for this 
action, among them the encouragement received by 
them from “our customers from all parts of the 
country, who feel that they can see us at our Boston 

[TURN TO PAGE 53, PLEASE] 
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“WE WILL NOT SHOW 
AT CHICAGO” 


To Whom It May Concern: 


Some time ago, a group representing the shoe industry—including manufacturers, 
jobbers, chain stores and kindred lines—met to discuss the advisability of limiting the 
number of Style Shows at which we would display. 

The feeling strongly prevailed that Style Shows were overdone—becoming almost 
a monthly feature. Now we have again met and have definitely decided that we, the 
undersigned, will display our Fall lines only at the Boston Shoe Show, June 8, 9 and 10. 

We have been encouraged to take this absolute stand in the matter by our cus- 
tomers from all parts of the country who feel that they can see us at our Boston Show 
and that we can call on them at other times in their own cities. 


We will positively not be in Chicago, nor have our lines represented there at the 
June Ist show. 


We Hope To See You At The Boston Show 


Signed: hn E. Lucey Shoe Co., . R. Hyde & Sons Co., Morphy Shoe Co., 
Middleboro, Mass. . Cambridge, Mass. Lewiston, Me, 
Kesslen Shoe Co. Gable Shoe ce 


i Shoe Cor Koss Shoe Co., 
pag panes - ee Auburn, Me. Biddeford and Kennebunk, Me. Raymond, N. 


H. 0. Rondeau Shoe Co., E. R. Apt Shoe Co., Mitchell Shoe Co., Louis H. Salvage Shoe Co., 
N : 


Farmington, Boston, Mass. Biddeford, Me. Manchester, 
Pilot Shoe Co., Sterling Shoe Co., Phileo Shoe Co., 
Kime She C2, Chelsea, Mass. Auburn, N. Y. Bangor, Me. 


Langer, Lippman Co., Lown Shae Co., cy Vv. - Watson Shoe Co., Auaute Oe Shoe Corp., 


ag 
. Clark Shoe Co., ‘on Bros. Co., Prospect Shee Mfg. Corp., 
Jab Bom aan Auburn, Me. Boston, Mass. Lewiston, Me. 


iat 
Dyer & Hall, tnc., Lenox Shoe Co., Charles Cushman Co., 
Hub Shoe Ce. Auburn, Me. Freeport, Maine Auburn, Me. 


Boston, Mass. 
Dover Shoe Co., Ine. Yee a a Shoe Co., 8. Goldstein & Sons, Arrow Shoe Co., 
Dover, N. H. . Boston, Mass. Danvers, Mass. 


para “Shoe Co., Newmarket Shoe Co., Dainty Maid Shoe Co., 
Adams Slipper Co.. Lowell, Mas: Newmarket, N. H. Haverhill, Mass. 


Worcester, Mass. 
Exeter Shoe Co. Maine Shoes, Inc., fommeeet Rovety Shoe Co., Fenway Shoe Co., 
Durable oysit Shoe Co., Auburn, Me. Newmarke: Auburn, Me. 

Roberts Shoe Co., tty-Styte y il Co., Leonard . btn Shoe Co., Mascott *- Co., Ine., 


Exeter, N. H. Hallowell, Me. Middleboro, Mass. Lewiston 


THE BUYERS ARE COMING TO BOSTON! 
JUNE 8-9-10 


To See 


All Lines - All Grades - All Styles 


To Manufacturers: Hotel Statler To Buyers: 
For Exhibit Rooms and For Sleeping Rooms 


Copley-Plaza Hotel 


Boston jobbers will be prepared to welcome all visiting buyers with 
attractive assortments of shoes for immediate and future retailing. 


WRITE or WIRE 


THE BOSTON SHOE FAIR 


166 Essex Street. Boston, Mass. 
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SPEAK WITH A GIANT’S VOICE 











To sell them, you have to TELL THEM ... and keep on telling 


them over and over. 


To reach the giant ear of the far-flung Retail Shoe Trade requires the 
thunderous accents of a Giant's Voice. To catch the attention of that 
ear demands the persuasive eloquence born of a Giant experience and a 
Giant desire to serve. 


ONLY ONE VOICE 
CAN REACH THAT EAR 


Only one voice can speak your sales message into the ear it must reach— 
the ear of 12,000 logical prospects for your product. Only one voice 
speaks to the giant Retail Shoe Market with the authority that inspires 
confidence in what it has to say about you and your product. 85% of 

® the Retail Shoe Merchants and heads of shoe departments keep one giant 
ear to the ground to catch the chorused demands of their millions of 
customers, and the other attuned to the Giant Voice of the Boot and 
Shoe Recorder, telling them how best to satisfy those constantly changing 
wants. 


BOOT AND SHOE RECORDER 


A Chilton Publication 
SET A NEW SALES PACE WITH SALES SPACE IN BOOT AND SHOE RECORDER 


When writing advertisers please mention Boot and Shoe Recorder 
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Gude's Show Colors of Spring 


Los ANGELES, CALIF. — “Colors of 
Spring” was a recent theme in the 
publicity of Gude’s. This is brought 
out in the newspaper and windows. The 
newspaper advertising is quite clever 
in that it shows the uses of the va- 
rious dyeable fabrics as applied to 
Summer wearing. The text of the copy 
reads: 

One Eyelet Tie, in Dyeable White 
Linen, for the Spring cruise or motor 
trip, with your white linen or shark- 
skin tailleurs, or colorful cotton prints. 
Also available in white linen with 
Bourbon Tan calf, or Navy Blue calf 
$10.75. 

“T-Strap Sandal of Dyeable Linen.” 
This Summery sandal is lovely with 
flowered chintz tunic for afternoon or 
evening $10.75. 

“Leaf Sandal Dyeable White Linen.” 
Of jewel-like daintiness, it is the young 
girl’s choice with her sheer gowns of 
Paris muslin or chiffon for cocktail 
hour, dining or dancing, $12.75. 

“Dyeable ‘White Linen T-Strap San- 
dal.” Wear it under tropical suns with 
sheer Summer frocks. . . . Or under 
tropical moons, with dinner suit of 
satin, for sidewalk dining and danc- 
ing. Also in white patent $12.75. 

“Dressy Afternoon Pump of Dyeable 
White Linen,” with silk kid trim. For 
Summer afternoon or dinner dates on 
jand or deck, with washable linen 
prints or cotton laces. $10.75. 

In the windows are two photo en- 
largements colored in natural colors 
of native California flowers. These en- 
largements are on a_parchment-like 
film and are each 40 by 60 inches in 
size. These backgrounds have twelve 
60-watt lamps behind them, so are bril- 
liantly lighted. One photo is a huge 
field of wild verbenas, while the other 
is one of poppies, Indian paint brush 
and lupins. 


Featuring Nail-less Construction 


Nailless shoes with the popular 
sponge rubber non-heating filler con- 
struction for cushioned comfort under 
the feet, are portrayed in a new booklet 
‘by the Rohn Shoe Manufacturing Com- 
pany of Milwaukee, under the trade 
name “Nu-Matic Nail-less Cushioned 
Shoes.” It includes both men’s and 
women’s footwear. What the magic 
eye of the X-ray shows is also illus- 
trated, proving that their shoe can 
stand this rigid test. The line embraces 
‘both business and sport styles, showing 
illustrations of different types of men 
:and women and the uses. 


H. C. Hart Opens Store 


HUNTINGTON, IND.—H. C. Hart, for- 
merly at. Freund’s, opened a new and 
up-to-date parlor-type store on North 
Jefferson Street April 25. The store is 
‘devoted to women’s shoes, exclusively. 
Mr. Hart is thoroughly experienced in 
‘the: retail:shoe business. Before enter- 
ing it, he attended Indiana University 
and DePauw University. 


1936 
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A. E. NETTLETON CO. 


BARBOUR DRESSWELT RESISTS WATER 


BARBOUR WELTING COMPANY, BROCKTON, MASS. 








Paris Preferred Fashions 


[CONTINUED FROM PAGE 28] 


two “wheels” to high trim a pump in 
navy kid. The red and green combina- 
tion that struck millinery, neckwear 
and jewelry all of a sudden, has hit 
shoes with a bang. Green kid and red 
lizard combined in a sandal, with the 
high heel in the lizard. 

Georgette showed a pump in navy 
kid trimmed across the front with ap- 
pliqué straps of red lizard, the heel 
navy in this case but piped with red. 
She suggested this model for fall in 
brown antelope and yellow lizard. 

This house is introducing some new 
high-cut styles. One in black antelope 
comes up to the peak of the instep, has 
only one seam, at the back of the heel, 
and fits like the proverbial glove. The 
sole decoration is at side-front in a 
motif representing the seal on a legal 
document. This consists of an antelope 
“ribbon” and a patent leather one, af- 
fixed to the shoe with simulated red 
sealing wax. 

Costa is showing bronze pumps 
trimmed with brown lizard, and black 
antelope oxfords having perforated toes 
underlaid with patent leather. He ex- 
pects. to feature walking shoes for fall 
in acajou color, either calf or kid, with 
square toes and low heels; or medium 
high leather heels. 


In a black walking shoe Georgette 
gets in an interesting effect by using 
sharkskin piped with antelope. While 
all black, the contrast between the two 
leathers is striking. 

One of the smartest novelties for 
evening is a creation of Bunting made 
entirely of ribbon. Striped ribbon or 
ribbon in two shades is crossed and re- 
crossed over toe, heel and instep, and 
brought to a bow tied finish at the back 
of the ankle. The ribbons are attached 
to a leather sole, and the low heel is 
ribbon covered. 


Paints Flowers on Shoe Tongues 


Los ANGELES, CAL.—A new high- 
light in Spring shoe fashions has been 
started by J. H. Ferguson, shoe buyer 
at The May Co. department store. This 
consists of painting the high tongues 
of the white buck pumps and black 
patent leather pumps in colors and de- 
signs to match the pretty printed 
afternoon frocks so much in vogue this 
Spring. Adequate tests have proven 
that this paint will not rub off with 
usual wear and that the cleaners used 
on shoes will not in any way affect it. 
A charge of. $3.00 is made for this 
innovation. 








Captions and copy undertake to sell 
the public on the place of white shoes 
in the wardrobe. For example: 

“The White Season Gets Away to 
a Flying Start,” says the Halle Bros. 
Co. of Cleveland in a bright, attractive 
ad. “Not a bit too early to be making 
your selection, even if there should be 
another snowstorm lurking around the 
corner. Summer’s whole fashion line- 
up is all set and ready. Nothing to be 
gained by waiting—in fact, being 
ready ahead of time is half the fun of 
having white shoes. And is there any- 
thing you wear more constantly, or 
take more day-after-day pleasure in 
—than a really smart pair. 

“We could sketch only eleven, but 
there are lots more to talk about. In 
materials, your choice runs the whole 
gamut from linen to white patent 
leather that you keep pristine by the 
mere whisk of a damp cloth. You won’t 
find a type of smart heel missing— 
or your classic favorites, the pump and 
buckskin ghillie. All models are ex- 
clusive with Halle’s.” 


Maytime Is White Time 


“Maytime is White Shoe Time,” pro- 
claims Hahn’s of Washington, “and 
whether your Summer costume is 
tailored or frivolous, these new Carl- 
tons . . . in tempting materials . . 
add just the desired touch of rightness 
and dash—$8.75.” And in enother ad, 
the same store predicts: “London tan 
with white will sweep the footwear 
fashion world from May-time to mid- 
Summer perfect with prints 
now and Summer frock later 
smart for town and country ... an 
unending variety of inspiring new 
models. . .” 


In announcing “An Event Planned 


Months Ago! Genuine White Buck 
Shoes at $5.95,” John Wanamaker’s of 
New York said: “Months ago, we— 
with one of our biggest regular manu- 
facturers of fine shoes—started to 
plan for this event! So that now— 
right at the start of the season—at a 
price that is especially attractive for 
genuine buck shoes—you can buy a 
complete wardrobe of snowy white 
shoes (or white trimmed with brown). 
Styles for town wear . ... for spec- 
tator and active sports wear.” 
Baker’s, of Detroit, uses “reason 
why” copy to sell Summer shoes in a 
striking advertisement with the cap- 
tion, “8 Reasons Why Baker’s Qual-i- 
Craft Shoes Should Be Your Choice 
This Summer.” These are the reasons 
cited: “1—-Qual-i-Craft styles are ‘top 
of the mode.’ 2—Choice materials, un- 
usual at the price. 3—Tremendous 
sales volume insures you fresh new 
styles. 4—Complete size range, 2% 
to 10, AAAA—C. 5—Made with high 
snug-fitting arch. 6—The low price 
permits you a wardrobe variety. 7— 








Ads Reflect Early Interest in Whites 


[CONTINUED FROM PAGE 39] 





Cash retailing gives you the utmost 
value. 8—Your friends have been in- 
sisting on them for years.” 


Centennial Colors Featured 
The I. Miller Shop in St. Louis fea- 


tures “Centennial Colors for your 
gayest afternoons and_ evenings.” 
These “most brilliant colors of the 


spectrum,” the ad explains, are Cedar 
tan, Violene purple, Firewheel red, 
Cornflower blue and Palm green, and 
all were inspired by the Texas centen- 
nial, which is being observed this sum- 
mer. Five ultra patterns in footwear 
and a handbag are illustrated, and of 





White 


steps into prominence now for every- 
day in the suburbs, for week-ends 

in the country. Our new white shoe 
eollection is ready. splendid 

with bright accents, with novel 
arrangements of line and decoration. 
The shoes sketched, top to bottom, 
1050, 10.50, 8.75, 10.50. 10.50 

Sixth Floor 














A striking white shoe ad by Lord & 
Taylor, Fifth Avenue, New York. Silhou- 
ette of girl's head in the original ad was 
in Ben Day, giving gray effect instead 
of solid black shown in the reproduction. 
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the shoes, the copy says: “Not one... 
not two... nor even three. But five 
vivid, vibrant, pulsating colors which 
capture the true tempo of the Cen- 
tennial. In the well-established, fash- 
ion setting pace of I. Miller! In a 
lusciously soft, suede-like material 
which you’ll wear right now for ne 
plus ultra chic. And later, of course, 
to glorify your most important dates 
at country clubs, garden parties and 
al fresco dining with dazzling 
white crepes, self-tone prints, frothy 
chiffons and pastel laces.” Prices on 
the five shoes illustrated range from 
$11.75 to $12.75. 


Shoes for "'In-Between Age" 


“We have the right: shoes for the 
‘In-Between’ Age Girl,” proclaims Mar- 
shall Field & Company, Chicago, in an 
advertisement specially featuring this 
class of young people’s shoes. “She’s 
still a child,” according to the ad’s 
description of this particular type of 
youngster, “but she’s shot up ‘like a 
weed.’ You don’t want her to wear 
grown-up looking shoes. She wouldn’t 
be comfortable in them either. You 
needn’t worry about where to fit her. 
For these are just a few of the correct 
styles we carry with the 8/8 heel she 
likes and in sizes 3% to 7 and widths 
AAA to C.” 

Summer shoe promotion from a dif- 
ferent angle of approach is used by 
Saks at 34th Street in New York to 
promote sales of Vitality Shoes. “Your 
feet need special consideration to with- 
stand all the things you expect of them 
during a long, active Summer,” says 
this ad. “We suggest that you start 
right out with Vitality Shoes. Vitality 
Shoes are made on a last that couldn’t 
be uncomfortable if it wanted to. In 
fact, without having any of the clumsi- 
ness you commonly associate with 
‘health’ shoes, they have many of the 
benefits. The white kid shoes sketched, 
may also be had in black, brown and 
navy. Sizes run up to 10; width AAA 
to C.” 

The Costume Bootery of O’Connor 
& Goldberg in East Madison Street, 
Chicago, presents a Fashion Sketch 
Book, featuring nine original and ex- 
clusive models conceived in the O-G 
Paris studios. “Their introduction by 
O’Connor & Goldberg,” states the ad- 
vertisement, “represents their initial 
showing in America . . . to possess 
them is to pioneer the fashion in foot- 
wear.” The assortment comprises 
straps, pumps, oxfords, a new modified 
ghillie pattern and a high throat pat- 
tern built over a side-wall last, with 
such colors and materials as saddle 
tan, gray suede, Venetian tan, patent 
leather, black, brown, blue or gray 
gabardine. 
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SIM SMART SHOES 





build with Security, for Permanence 





This season, survival of the fittest (and finest) 
is early in evidence. The call for better sports 
shoes daily grows more insistent . . . In the 
Smith-craft selection in stock you find the 
styles which survive and flourish. Developed 
with the skill, integrity and distinction which 
characterize Smith originals, they completely 
satisfy exacting demand . . . The oxford illus- 
trated combines a new, lighter colored Tan 
Calf with Genuine White Buck. It is one of 
the carefully chosen group of sports styles for immediate 
delivery shown in the Smith Smart Shoe catalog. A request 
for a copy of this book will bring you an authoritative guide 


to profitable merchandising and selling thruout the season. 


The J. P. SMITH SHOE COMPANY, Sangamon and Huron Streets, CHICAGO 
Western Offices: 804 Forrester Building, LOS ANGELES 





‘i 


BROADMORE 
Style 625 
Genuine White Buck, 74 Tan Calf Trim 
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BARBOUR DRESSWELT COMPLETES THE SHOE 
BARBOUR WELTING COMPANY, BROCKTON, MASS. 








The Shoe Fashion Guild 


[CONTINUED FROM PAGE 29] 


In patterns, the shell recommended at 
the Styles Conference carries through 
—high-front, low, D’Orsay sides—the 
dominant thought. Classic oxfords con- 
tinue big in tailored shoes. In dressier 
types, oxfords look less and less like 
conventional oxfords. Buckled bootee ef- 
fects prominent. Lots of variety and 
novelty in gored adjustments with but- 
tons and buckles, and Colonial tongues. 
The broad strap is also being modified 
to give a different more glove-like effect 
in its dressier versions. 

Many little trimmed pumps with pert, 
up-standing throat ornaments. In one 
line, a series of these shoes are called 
“coronation pumps.” If you look close- 
ly you can see the suggestion of coro- 
nets and plumes in the design of these 
ornaments, all in timely honor of Ed- 
ward VIII. 

Actual bootees that cover the ankle 
very sparsely represented as yet. Manu- 
facturers evidently keeping them be- 
hind the scenes for later promotion, 
with the notable exception of one house, 
that considers them a natural for coast 
promotions at the opening of the season 
and will play them immediately for the 
California trade. 


The walled last has not swept the 
Fashion Guild. Most makers are very 
wary of this development. Many have 
modified their walled lasts so that the 
ridging does not show in a hard creased 
line. It’s a softer expression in most 
cases, with the walled feeling concen- 
trated at the toe. Walled lasts still 
considered best in medium heels, though 
now shown in high heels as well. Square 
toes just about as important—no more 
nor no less—than this Spring. Rounded 
toes general. 

All low heels begin at a new high— 
14/8 is the starting point. Plenty of 
high heels—and some as high as 22/8. 

Trimming is a minor. point because 
there is so little actual ornamentation 
... an almost complete “absence of the 
useless” in shoe details. Perforations 
have practically disappeared. “Custom” 
touches like bindings are emphasized, 
but they in turn, serve to emphasize a 
pattern rather than to decorate. These 
Guild shoes all endorse what some one 
has called “the second simplicity”—and 
that means the sophisticated dramatiz- 
ing of color. line and material that only 
the greatest skill can create and highly 
educate taste can understand. 
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Enlarged Klopfenstein's 
Reopened 


SEATTLE, WasH. — Klopfenstein’s, 
Inc., important retail outlet for men’s 
shoes and clothing, staged a formal 
opening recently of its enlarged 
and remodeled quarters at 1308-10 Sec- 
ond Avenue. H. F. Bondleton is head 
of the shoe department, and Seattle 
representative of a leading national line 
of footwear for men. The Klopfen- 
stein store has a new glass front, show 
windows and many exclusive interior 
features, plus more: than 4000 addi- 
tional feet of floor space in the Walker 
Building on Second Avenue. The new 
front is of colored glass and show win- 
dows and exterior design harmonize 
with the color scheme. Two front en- 
trances have been made that lead to 
the large shoe department, one at 1308 
Second Avenue and the other at 1310. 
The interior decorations, lighting ef- 
fects and fixtures are of the latest de- 
sign. 

In commenting upon his expansion of 
business, Clarence Klopfenstein, head of 
the company, pointed out that the store 
has experienced a phenomenal increase 
in business, the past two years being 
the best since the Seattle store was 
opened in 1924. March business alone 
was 70 per cent ahead of last year de- 
spite the handicap of hammers and 
noise of builders making the improve- 
ments. 


Newest International 
Store Opened 


Ionia, Mico. — The International 
Shoe Company’s Schoff’s Shoe Store 
opened here for business, May 2, as 
the newest shoe store in this vicin- 
ity. Francis Rowley, formerly with 
Strand’s Shoe Company of Ionia, and 
Jerry Anderson of Cadillac, Mich., 
are to be co-managers of the new 
store. The store will feature footwear 
at popular prices. 


Sport Sales Starts High 


Los ANGELES, CALIF.—A tremendous 
sport season, especially in the best 
grades, is being experienced in the J. 
W. Robinson Co. third floor Shoe Salon 
where the prices start at $10.75. Active 
sport shoe sales will top all previous 
records by a wide margin, predicts 
buyer Paul Kirsh. In this shoe depart- 
ment, white shoe selling started off in 
earnest immediately after Easter, with 
the sales confirming pre-season opti- 
mistic reports. The most important is 
all white in linen and buckskin. Many 
of the linens are being dyed in the 
pastel shades which, in a measure, ac- 
counts for the popularity of the all 
whites. White combinations are de- 
veloping into very important shoes 
with the Rust family of colors in high 
regard. Blue comes next in this re- 
spect, followed by colored patent and 
black. 
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THIS WEEK IN THE SHOE TRADE 


SATURDAY, MAY 23, 1936 


NATIONAL NEWS 





Warm Spell Speeds White Sales 





Shoe Men Optimistic for Successful Season as Recent Sales Records 
Show Marked Gains 


NEw YorkK—White shoe selling got 
off to a good start early this week with 
a rising thermometer, following several 
days of cool weather. Some buyers 
stated that sales for last Saturday 
nearly doubled the record set for the 
same day of last year. Shoe retailers 
are now viewing the coming Summer 
with a more hopeful outlook than they 
have had for some time and with ex- 
pectations of a record selling season for 
white shoes. 

Although still too early to note a 
definite trend in white shoes, there is 
considerable activity in the tan and 
white combinations in both calf and 
buck. The black and white combination 
is practically extinct this year in wo- 
men’s shoes, although some sales are 
noted in men’s lines. The all-white 
shoe will continue to hold its lead this 
year over the combinations in both 
men’s and women’s shoes, but with 
more of a lead in women’s lines than 
in men’s. 

White sales thus far in women’s 
shoes have had a definite leaning to- 
ward the sporty types. Whether the 
dressier will pick up later in the year 
and take the place of sport shoes it is 
yet too early to say. Ties, straps and 
step-ins have made up the majority of 
sales in women’s shoes thus far, with 
a slight lead being held by the strap. 
Sandals have also shown considerable 
activity, with sales made up mostly 
of the all-white fabric shoe which is 
suitable for dyeing. The fabric is a 
rough linen and is also used in a two 
or three-eyelet tie with the tip and 
quarter of luggage tan calf. This com- 
bination has shown good movement in 
one or two stores that handle it. 

The new shade calf, luggage tan, 
British tan or what have you, makes a 
smart combination with white buck, 
and several Fifth Avenue stores are 
giving it the major spot in their win- 
dow displays. Up to now this combina- 
tion has enjoyed second place after the 
all-white shoe in popularity. 

In the men’s lines the full brogue 
holds first place in sales, both in all- 
white and combinations. The black 
and white combination, as in women’s 
shoes, has shown little or no activity. 





DATES TO REMEMBER 


Pre-View of Fashion, sponsored by Chi- 
cago Shoe Travelers Association, Hotel 
Morrison, Chicago, Ill June 1-5, 1936 

Boston Shoe Fair, Boston, Mass. 

June 8, 9, 10, 1936 

Ohio Shoe Retailers Association Conven- 
tion, Hotel Netherland Plaza, Cincin- 

June 14, 15, 16, 1936 

Wisconsin Shoe Retailers Association Con- 
vention, Park Hotel, Madison, Wis., 

: June 21, 22, 23, 1936 

Cal‘fornia Shoe Retailers Association 
Convention, St. Francis Hotel, San Fran- 

June 15, 16, 17, 1936 

Pacific Northwestern Shoe Retailers Asso- 
ciation Convention, Olympic Hotel, 
Seattle, Wash. ...... June 21, 22, 23, 1936 

Illinois Shoe Retailers Association Con- 
vention, Hotel Pere Marquette, Peoria, 
| Res Cosette June 21, 22, 23, 1936 

Boot and Shoe Travelers Association of 
New York, Annual Outing, 30th Anni- 
versary Event, Karatsony's, Glenwood 
Landing, Long Island, New York, 

July 16, 1936 

Pennsylvania Shoe Travelers Association, 
Tri-State Shoe Mart, William Penn 
Hotel, Pittsburgh, Pa... July 26, 27, 28, 1936 

Official Leather Opening and Style Con- 
ference for Spring, 1937, Waldorf- 
Astoria Hotel Sept. 14, 15, 1936 





The plain toe blucher with a heavy 
crepe sole is enjoying increasing popu- 
larity, with prospects of an increased 
volume as the season progresses. 


Whites Sell in Chicago 


Cuicaco—First of the large Chicago 
department stores to install complete 
air-cooling in the shoe division, Man- 
del Brothers expect a definite stimulus 
to summer sales with the innovation, 
Robert G. Roloff, buyer, stated. Equip- 
ment is now being installed and he 
placed the opening date of operation 
tentatively at June 15. 

The white shoe season is under way 
with -mbinations of blue and white 
ler either the black and white or 
br>~ and white, according to Mr. 
Rolofr. This in spite of sales running 
85 per cent to black and brown fab- 


rics right through last week while 
Chicago sweltered in temperatures in 
the upper eighties. The $10.75 styles 
equal in demand the $6 group. 

In the last few weeks Mandel’s have 
seen an exceptionally heavy sale of 
open-work linen and patent sandals. 
These are being featured in medium 
and low-heel styles, in nine different 
summer colors to match or contrast 
summer linens or print clothing, rang- 
ing in price from $2.29 to $2.95. Colors 
shown in the medium-height heel are 
white, red, navy, brown, pastel blue, 
yellow and green. In the low heels are 
featured the white, red, blue and brown. 


Student Employees 
Boost School Trade 


DENVER, CoLo.— Student employees 
are increasing volume for the budget 
shoe shop of the Denver Dry Goods 
Co., Denver, known as the Modette 
Shop. 

This is the first time the Denver de- 
partment has tried using entirely in- 
experienced help in the shoe depart- 
ment, but the experiment is working 
out excellently. Two students from the 
city’s leading business school were se- 
lected for the jobs, part-time work at 
the start. The students used are well 
known in their school. 

“The plan really has two purposes,” 
explains W. J. Carty, assistant buyer 
of the women’s shoe departments. 
“First, it gives an entree into the 
business college, the type of trade this 
particular department caters particu- 
larly to. Second, it gives us a chance 
to get some new blood into the organi- 
zation. We picked these students very 
carefully, with the idea of developing 
them into permanent employees.” 


Shopped Four Towns 
to Buy Pair of Shoes 


"We do not express distances any more in 
miles; now it is in minutes," said O. H. Renner, 
manager of the S.Q.R. store in Annaheim, 
Cal., "We say it is fifteen minutes to Santa 
Ana, thirty minutes to Long Beach and forty- 
five minutes to Los Angeles. Our customers 
think that way too and they shop with that 
same distance measure in mind. 

"Only last week a little fourteen-year-old 
high school girl who lives in Fullerton shopped 
her town, this town, Santa Ana and Long Beach 
in her search for a certain shoe her heart was 
set on owning. All this running around was 
done in her own car after school one after- 
noon.” 
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G STOCK 


BLACK 
BLUE 
PASTELS 


BROWN 


For more than fifty years the 
Philadelphia and Gloversville tan- 
neries of the Surpass Leather Com- 
pany have produced a volume and 
a quality of Black Kid that have 
made the name of Surpass a stan- 
dard of comparison for shoe and 
leather men in all corners of the 
world. So it is only natural that 
Surpass Colored Glazed Kids, 
BROWNS and BLUES in the most 
popular style shades, tanned with a 
skill and precise workmanship made 
possible by half a century of pro- 
ductive art, should offer the shoe 
retailer and the manufacturer sales 
potentials that are bound to mean 
increased profits. The fashion-wise 


beauty of the Surpass colors, the 
soft silky grain and firm texture 
of the leather, are real factors for 
‘beauty in the finished shoe.” 


When writing advertisers please mention Boot and Shoe Recorder 
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Obituaries 


Peter Baran Dies 


Harrison, N. J.—Peter Baran, 64, 
founder, president and treasurer of 
Peter Baran & Son, Inc., of Harrison, 
N. J., died of a sudden heart attack at 
his home, 200 Lehigh Avenue, Newark, 
N. J., on May 15. For several years 
he had experienced poor health but re- 
mained active and attended business 
until the very day of his demise. 

Searcely two months ago he cele- 
brated his fiftieth year in the tanning 
industry. At that time he jocularly 
said: “Perhaps it is because I started 
in the beam house that I continue at- 
tached to it. Mistakes can occur any- 
where in the tannery, so I always be- 
gin at Palm Beach (the beam house) 
and follow production through.” His 
great success was in large measure due 
to his thorough experience in both 
European and American methods of 
tanning. 

Born in what is now Potok, Czecho- 
slovakia, he entered the tanning indus- 
try as a boy and served four years of 
apprenticeship at the leather factory 
of Andrew Palka, Liptovski sv Mikulas. 
Successively he journeyed from there 
to tanneries in Germany, Austria- 
Hungary and Poland, as superintendent 
and foreman of various plants making 
upper leather, calf and other descrip- 
tions. 

In Vienna, Mr. Baran specialized in 
the production of cordovan, a leather 
which he later produced with consider- 
able success in this country under his 
own company. It was not until 1899 
that he determined to come to the 
United States and upon arrival settled 
in the Newark district. The first im- 
portant association he made constituted 
a connection with the Standard Leather 
Company, at that time the outstanding 
manufacturers of genuine alligator 
leather. 

Mr. Baran then engaged in business 
on his own account and ultimately 
formed the Chapel Leather Company, 
successfully developing an outstanding 
line of cordovan such as he had tanned 
in Vienna. Subsequently the firm name 
was changed to Peter Baran & Sons, 
Inc., upon admittance of his sons V. P. 
and Milan Baran, and the con- 
cern concentrated its production upon 
the manufacture of Baran alligators. 

Burial on Tuesday, May 19, followed 
the conduct of a High Mass at St. 
Stephen’s Church, interment being 
made at Holy Sepulchre Cemetery. 


Peter Nutz 


INDIANAPOLIS, IND.—Peter Nutz, 68 
years old, a retired wholesale leather 
and shoe supply dealer, died recently 
at his home here after a long illness. 
Mr. Nutz, a native of Switzerland, 
came to this country when he was 17 
years old and settled in Indianapolis, 
where he had lived since. He was as- 
sociated with Adam Grosskopf in the 
firm Nutz & Grosskopf, Ine. For sev- 
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ADDS STYLE APPEAL 
BARBOUR WELTING COMPANY, BROCKTON, MASS. 








eral years he was treasurer of the 
National Leather and Shoe Findings 
Association. His widow and a sister 
survive him. 


Harry H. Edington 


NELSONVILLE, OHIO—Harry H. Ed- 
ington, who for the past 25 years op- 
erated the Edington Shoe Store in this 
city, passed away Friday, May 8. 

Mr. Edington had been ill for the 
past several years but his wife carried 
on the shoe business and will continue 
to do so. Mr. Edington was a past 
president of the Nelsonville Merchants 
Assn. and active in church and civic 
activities of Nelsonville. 


Maurice M. Limon 


MILWAUKEE, WIs. Maurice M. 
Limon, 48, manager and part owner 
of the Marquette Tanning Co. here, 
was found dead, April 27, in his 
garage at the rear of his home. He 
came to Milwaukee last January from 
Salem, Mass., where he also had op- 
erated a tannery. He is survived by 
his wife, a son and a brother. 


Edmund J. Wayland 


MONTREAL, CANADA — Edmund Jo- 
seph Wayland, 63, founder and presi- 
dent of the Wayland Shoe Company, 


boot and shoe manufacturers, Mon- 


treal, died on May 9 at his residence, 
2322 Wilson Avenue, after a brief ill- 
ness. He was for 21 years connected 
with Fogarty Brothers, before starting 


business for himself. 


Charles Ward 


MapIson, Wis.—Charles Ward, 90, 
representative of shoe firms in Wis- 
consin and Michigan for 47 years un- 
til his retirement a few years ago, died 
May 1 in a local hospital. He had 
been a resident of Madison for 20 
years, and is survived by his wife, 
and one son, H. C. Ward, of Roch- 
ester, N. Y. 


J. W. Cleveland 


KENOSHA, WIs.—Jay William Cleve- 
land, 64, well-known retail shoe sales- 
man, died May 5 at his home here. 
Mr. Cleveland was employed by the 
Sullivan Shoe Store for 15 years and 
more recently by the Bleicher & 
Thomey Shoe store. He is survived by 
his wife and a daughter. 


F. H. Sampson 

SPRINGFIELD, Mass. — Frederick 
Henry Sampson, 70, for 50 years as- 
sociated with the McIntosh Company, 
wholesale boot and shoe merchants of 
Springfield, Mass., associated with J. 
Friedson & Co. of Boston, died May 5 


at his home in Long Meadow, Mass. 
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Bris Store Sells goods 
of all descriptions~ 
adios ~ tires ~ 
even prescriptions. 





ere thing's are Sold 
for dimes and nickels~ 
rom bunion pads 

to Kosher pickles, 





ough youre between 
them (right in line), 
You'll find a3 neighbors 
they are fine ~ 

















&.. there our sales— 
men never call. 
We w/7/ not $e11 to 
them at all ~ 











rR Only to dealers 
of boot & of Shoe~ 

oO the bgical man~ ‘i 

ag the foot expert~You- 








Fes WizarD line is free 
from cut-rate competi- 
tion. The Wizarp Plan is 
simple, sound and straight- 
forward. 

Write for full details now! 


St. Louis, Missouri * Walsall, England 
Canadian Distributors: Canadian Specialties, Ltd., 
49 Sanford Avenue, So., Hamilton, Ont. 


World’s largest manufacturers of 








all leather adjustable arch supports 











Better Business in 
Children's Shoes 


MINNEAPOLIS — Following the pub- 
lication in Boor AND SHOE RECORDER of 
recent articles on children’s shoes and 
their importance, two Minneapolis 
shops for children’s footwear were in- 
terviewed. Proprietors of both spoke of 
better business, increasing foot-health 
education on the part of mothers, and 
mentioned a number of selling experi- 
ences. 

The Children’s Shoe Shop at The 
Standard Clothing Co. had a special 
children’s background. There was a 
blue and white striped awning, a table 
with blocks, a huge elephant on wheels, 
and a cut-out of a magician followed by 
children running. It is a corner of the 
women’s shoe department really. 
Mother looks over at the display of chil- 
dren’s shoes, sees the fun that the other 
children are having buying their shoes 
and sales result. 

A new manner of display that is 
bringing immediate response is a pyra- 
mided tier of three shelves on a gay 
blue counter (with peppermint stick 
corners) that has been in the depart- 
ment for some time. One tier has white 
slippers; another elk sport shoes, etc. 
The selling incentive is that both 
mother and the little buyer can pick 
up and examine a large number of dif- 
ferent styles of shoes—sell themselves. 


Business is increasing every year 
after a definite lapse during the de- 
pression. Higher priced shoes are be- 
ing sold. The best children’s seller at 
the Standard has been an elk oxford 
with genuine shark-skin toe that does 
not scuff. It has a narrow heel and 
generally fine fitting and wearing qual- 
ities. 

Business in children’s shoes has been 
the best since 1929. That is the re- 
port at Kilbourne’s, Juvenile Footwear, 
now located with Chase & McLean, 833 
Nicollet Avenue, Minneapolis. Carry- 
ing shoes for boys, girls, and little tots 
from walking age, Kilbourne’s is a 
children’s shoe shop exclusively. Among 
their biggest sellers are the official Boy 
and Girl Scout Shoes. The store meets 
the foot needs of the child with a nar- 
rower foot than average. They also 
carry riding boots and jodhpurs and 
boy’s dancing slippers. 

Despite the late season for white 
shoes, due to the cold, Kilbourne’s have 
sold a great many white shoes. A T- 
strap is the best seller with an elk 
ghillie second. 

The vogue for low-heeled shoes in- 
augurated by that idol of small girls, 
the college girl, has made for a nice 
increase in the scientifically constructed 
shoes sold at the Kilbourne shop. Little 
girls no longer crave to wear high- 
heeled shoes before they are grown up. 


Uihlein Named Assistant 
Manager 


MILWAUKEE, WIs.— Frederick Uih- 
lein has been named assistant manager 
of the newly opened branch of Albert 
Trostel & Sons Co. in Boston. The 
branch, under the management of Wil- 
liam Taylor, was reopened after being 
closed for more than a year. 





Olsen Named Basement Manager 


DETROIT, MicH.—Clifford Olsen, who 
has been with the Ernst Kern shoe 
department for about six years, has 
been made merchandise manager for 
the basement department, succeeding 
Fred G. Hard, who resigned to go with 
another company. Walter A. Grode, 
who has been with the company about 
two years, has been made floor man- 
ager of the department, sharing re- 
sponsibility with Mr. Olsen. Harry G. 
Solomon remains buyer of all men’s 
shoe departments, and general buyer 
for all basement departments. 

The basement shoe department has 
recently installed new beach type 
chairs, constructed on the spring prin- 
ciple, of chrome-finished steel, with 
seats and backs of grey canvas. Simi- 
lar chairs have also been installed in 
the children’s department on the sec- 
ond floor, managed by Miss C. Cawley. 





asa a ee a ec eee 





BOOT AND SHOE RECORDER, May 23, 1936 


Building Sneaker Business 


To stimulate sales of rubber footwear for the warm weather 

season, Bridges Shoe Store in Dallas, Texas, designed this 

striking window display of sneakers, using material supplied by 

the manufacturer to emphasize the selling points of the shoes. 

The window attracted a lot of attention, and a gratifying 
increase in the call for sneakers was noted. 








Adopt Summer Show Policy 


[CONTINUED FROM PAGE 42] 


Show and that we can call on them at other times in 
their own cities.” The letter was signed by the follow- 
ing firms: ; 

Consolidated National Shoe Corporation, Boston; 
H. O. Rondeau Shoe Co., Farmington, N. H.; Kimel 
Shoe Co., Claremont, N. H.; Langer Lippman Co., 
Boston; A. Jacobs & Sons Co., Chelsea, Mass.; Hub 
Shoe Co., Boston; Dover Shoe Co., Inc., Dover, N. H.; 
Adams Slipper Co., Worcester, Mass.; Exeter Shoe 
Co., Durable Welt Shoe Co., and Roberts Shoe Co., 
Exeter, N. H.; John E. Lucey Shoe Co., Middleboro, 
Mass.; Koss Shoe Co., Auburn, Me.; E. R. Apt Shoe 
Co., Rockland, Mass.; Pilot Shoe Co., Chelsea, Mass.; 
Lown Shoe Co., Auburn, Me.; Clark Shoe Co., Auburn, 
Me.; Dyer & Hall, Inc., Auburn, Me.; Wood & Smith 
Shoe Co., Auburn, Me.; Chelmsford Shoe Co., Lowell, 
Mass.; A. R. Hyde & Sons Co., Cambridge, Mass.; 
Kesslen Shoe Co., Biddeford and Kennebunk, Me.; 
Mitchell Shoe Co., Biddeford, Me.; Sterling Shoe Co., 
Auburn, N. Y.; C. V. Watson Shoe Co., Auburn, Me.; 
Saxe Bros. Co., Boston; Lenox Shoe Co., Freeport, 
Me.; S. Goldstein & Sons, Boston; Newmarket Shoe 
Co., Newmarket, N. H.; Newmarket Novelty Shoe Co., 
Newmarket, N. H.; Leonard & Barrows Shoe Co., 
Middleboro, Mass.; Morphy Shoe Co., Lewiston, Me.; 
Gable Shoe Co., Raymond, N. H.; Louis H. Salvage 
Shoe Co., Manchester, N. H.; Philco Shoe Co., Bangor, 
Me.; Augusta Shoe Corporation, Augusta, Me.; Pros- 
pect Shoe Co., Lewiston, Me.; Charles Cushman Shoe 
Co., Auburn, Me.; Arrow Shoe Co., Danvers, Mass.; 
Fenway Shoe Co., Auburn, Me.; Mascott Shoe Co., 
Lewiston, Me. 

Officers of the Independent Association of Shoe 
Manufacturers are C. V. Watson, president and trea- 
surer, and C. H. Jacobs, secretary. 











YOU WIN 


when 
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GO OUT TOGETHER! 


No cleaner made performs like BUNNY 
BAGS on ooze finished leather or fabric 
shoes - - - - BECAUSE - - - - 


BUNNY BAGS, the dry, clean, cleaner, 
was made specially for use on such ma- 
terials. THAT'S WHY SHOE MANUFAC- 
TURERS RECOMMEND IT. 


BUNNY BAGS preserve the original 
finish and beauty. The shoe looks better 
longer. The customer is pleased. THAT’S 
WHY RETAILERS LIKE IT. Retailers get 
the credit. 


You need a supply to complete your 
stock. SEND FOR SAMPLE—TODAY. 


BUNNY PRODUCTS COMPANY, INC. 


PORT HURON, MICH. 
DISTRIBUTORS 
Laing, Harrar & Chamberlin, Philadelphia 
Thompson-Ehlers Co., Chicago 





















hel 


Riding Boots | 


6 EE 


LARGEST FLOOR STOCK 


Kihgndell 


Exelusive Manufacturers 
Catalog on Request 





PURPOSE 


LL 






A 




















Old Partners Divide Business 


CLEVELAND, OHIO — Through an ex- 
change of stock, the two Dr. A. Reed 
Cushion Shoe Co. stores operated by 
William R. Caldwell and Arthur La- 
Porte in Cleveland and Washington, 
have been separated and will hence- 
forth be individually owned. The two 
men had been associated together for 
18 years, with Mr. Caldwell managing 
the Cleveland store and Mr. LaPorte 
heading the Washington shop. Each 
store had been maintained under a 
separate corporate setup which will 
continue but under individual owner- 
ship. The division was made because 
of difficulties in contacting the two 
widely separated points and because of 
differences in style demands. 

The Dr. A. Reed Cushion Shoe Co. 
store in Cleveland is one of two stores 
still left on the old site, out of an 
original 18 operating on East Sixth 
Street 18 years ago. At that time 
Sixth Street was known as “Shoe Al- 
ley” because of the large number of 
shops in one short block. Even the 
street car conductors called out the 
name of the street as “Shoe Alley.” 


Chairman of Midwest Shoe Fair 


CINCINNATI, OHI0O—F rank J. Weber 
is general manager of the Midwest 
Shoe Fair which is sponsored by the 
Ohio Shoe Retailers’ Association and 
is scheduled to be held in the Nether- 
land Plaza Hotel in this city, June 14, 
15, 16. 





FRANK J. WEBER 


He is largely responsible for the co- 
ordination that the Shoe Fair is ex- 
periencing in its preparation. He is 
well known by practically every shoe 
merchant in Ohio, Indiana, West Vir- 
ginia and other sections such as 
Kentucky and Illinois. At present Mr. 
Weber is associated with the Miller 
Shoe Company of Cincinnati, covering 
the aforementioned territory. 

Mr. Weber is past president of the 
National Shoe Travelers’ Association 
and of the Cincinnati Association of 
Shoe Travelers. For years he has been 
secretary of the Cincinnati Travelers’ 
Association, which office he holds at the 
present time. 





Lynn Family Store Opened 


LyNN, Mass.—A new Morse Shoe 
Store has opened at 321 Essex Street. 
Charles Arthur Panza is manager. It’s 
a family style store, with shoes for 
father, mother and the children, also 
hosiery, bags and accessories, all at 
popular prices, and the services of a 
registered foot doctor. 

The store, being in the theatrical 
district, has a theatre style front, a 
canopy over the door, plenty of bright 
lights, floodlights and spotlights for 
the window displays, and a large vesti- 
buled front with correspondingly deep 
windows for the display of shoes. 

The hosiery department is to the left 
of the main entrance. Its stock is in 
glass-fronted drawers from counter 
level to the eye level, so that the cus- 
tomer can see the colors at a glance, 
and select accordingly. Also, the clerk 
can see how the stock stands at a 
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ELAM'S 


PRE-WELTS 


















Style 740 


NATIONALLY KNOWN 


A superior line of Pre-Welts which 
has proven its popularity time and 
again by building sales and increas- 
ing profits. We maintain an efficient 
In-Stock service which assures mer- 
chants of immediate delivery. Order 
Elam's Children's Shoes today! 
You'll be pleased at the results! 


IN-STOCK 


Style 740—Patent Leather—Sizes 2/8. 
Style 742—White Elk—Sizes 2/8. 


F. S. ELAM SHOE CO. 


176 No. WATER ST. ROCHESTER, N. Y. 
Distributors: 
BOSTON: Lane Bros. 
NEW ORLEANS: B. Rosenberg & Sons 
SAN FRANCISCO: Glaser Shoe Co. 
LOS ANGELES: Boston Shoe Co. 














glance without having to pick up each 
pair and count them. There’s one 
drawer for each size. 

Shoes are stacked in cartons along 
the walls. Seats are provided for 100. 
Here and there about the store are 
displays ranging from the single shoe, 
a leader for new style, or for special 
sale, or the combination of shoes, stock- 
ings, bags and belts to match. 


Monett Co. in New Quarters 


CoLuMBUS, OHI0O—The Monett Shoe 
Co. has recently moved into new quar- 
ters at 150 South High Street, having 
previously been nearby at 120 South 
High Street, and before that for seven 
years at 3 East State Street, where the 
business was first established. The 
new store is modern in every detail, 
with the latest type front in modernis- 
tic design. The same feature is car- 
ried out in the interior decorations. 
Besides the shoe department, which fea- 
tures the better grade of merchandise 
with styles designed especially for the 
company, there is a hosiery department. 








Mulvey Joins Brown Thompson 


SPRINGFIELD, MAss.—Thomas E. Mul- 
vey, who recently resigned after 18 
years as shoe buyer for the Albert 
Steiger Department Store here, has 
joined the Brown Thomson Department 
Store, Hartford; Conn., as buyer of 
men’s women’s and children’s shoes. 
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THE NEW “WALLED” LAST 
AND BOX TOES 


The box toe must be relied upon in the 
finished shoe to reproduce and preserve 
the clean-cut and well-defined lines of the 


Walled Last. 
THE QUALITY BOX TOE 


Celastic Box Toes are pre-eminently satis- 


- factory in accomplishing this result. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 





When writing advertisers please mention Boot and Shoe Recorder 
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LARGEST 
BOOT STOCK 


in America 
Domestic and imported 
For Immediate Delivery 


Men’s, Women’s, Children’s 
Boots for Riding 
Field, Hunting, Aviation 
Alse Jodhpurs & Jodgores 


Complete Catalog 
R-7 on Request 


COLT 
CROMWELL CO. 
1239 Broadway 
New York City 
824 Santa Fe Bidg. 
Dallas, Texas 











Brand Opens Hollywood Store 


HoLLywoop, CALIF. — A new shoe 
store known as. Bond Shoes has been 
opened at 6552 Hollywood Boulevard 
with Charles Brand as manager. This 
store is operated by J. Nemser, who 
has the shoe concession in Swelldom, 
Los Angeles. Women’s shoes are car- 
ried exclusively. Prices range from 


$2.00 to $4.00 for the novelties, while 
the feature type shoes run from $3.00 
to $10.00. 
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On the Road With Shoes 


News of Travelers and Associations 


Runway Show Feature’ 
of Chicago Fashion Pre-Vue 


CuHicaGoO—The Pre-Vue of Fashion, 
sponsored by the Chicago Shoe Trav- 
elers Association, and to be held at 
the Morrison Hotel, June 1-5, will give 
visiting shoe buyers, not only the op- 
portunity of inspecting lines covering 
all price ranges, but a style show on 
Tuesday evening where up-to-the-min- 
ute styles will be shown on the run- 
way. This event will follow a dinner 
under the auspices of the Chicago Shoe 
Travelers Association. 





EDWARD J. TROMBLEY 


The Style Show will be in charge of 
Ed Trombley, one of the outstanding 
women’s shoe stylists of Chicago, con- 
nected with the French Salon of 
Marshall Field and Company. A list 
of ten thousand shoe merchants is 
being circularized urging attendance 
at the Pre-Vue of Fashion, and as- 
sured attendance has made possible 
one and one-third fares for those ob- 
taining certificates for validation upon 
purchase of tickets to Chicago. 

Joe Kalisky, president of the Chicago 
Shoe Travelers Association, says: 
“This Pre-Vue of Fashion will be a 
regular semi-annual event, the next to 
be held here next January, in the event 
that the National Shoe Fair should go 
to some other city. Some of the finest 

rms will be among our large list of 

exhibitors, making it well worth the 
time of merchants to come here next 
month.” 





Opens Auburn Branch 


BostoN—Walter J. Morton, man- 
ager of sales and service for the Compo 
Shoe Machinery Corporation, has an- 
nounced the opening of a branch of- 
fice at 15-17 Franklin Street, Auburn, 





Me., to take care of the increased busi- 
ness in that territory. 

James J. Long, district manager for 
Maine, will have his headquarters at 
this new address with a staff of ser- 
vice men in his organization. 

A supply of machine parts, findings, 
cement and solvent will be kept in 
stock at all times so that prompt han- 
dling of all business is assured. 





New Salesmen Join 
Independent Shoe Staff 


St. Lours—Alanson Brown, Jr., sales 
manager of the Independent Shoe Man- 
ufacturers, branch of Hamilton-Brown, 
announces the addition of four new 
men to his sales force. 

John Laughlin will cover the cities 
of Pittsburgh, Cleveland, Akron, Co- 
lumbus, Cincinnati, Toledo, Detroit, 
Milwaukee, Minneapolis and St. Paul. 
Mr. Laughlin was formerly with Wolff- 
Tober Shoe Manufacturing Company. 

Joe Long will cover the Pacific Coast. 
Mr. Long was formerly with the Bond 
Shoe Company, Jackson, Tenn. Frank 
Machen will cover Kentucky, Tennes- 
see, Mississippi and parts of Alabama, 
Louisiana and Arkansas. Mr. Machen 
recently represented the Krippendorf- 
Dittmann Company. Before taking on 
that line he was with Capitol Shoe- 
makers, Inc. Harvey Clarke will cover 
Oklahoma, Texas, Louisiana, Arkansas. 
Mr. Clarke was formerly connected 
with Boyd-Welsh, also the Pedigo Com- 
pany. 

Other salesmen carrying the Inde- 
pendent line are Bud Gerland, covering 
North and South Carolina, Florida, 
Georgia and eastern Alabama; Clar- 
ence Dean, covering Illinois, Indiana, 
Ohio, West Virginia and Michigan. The 
new sample line of Sunlight Novelties 
produced by Independent Shoe Manu- 
facturers was introduced to the trade 
last week following the sales conference 
at headquarters. 


United Shoe Mfg. Co. 


Salesmen Meet 


St. Louis—United Shoe Manufactur- 
ing Company, branch of Brown Shoe 
Company, held its sales conference at 
St. Louis, May 11 to 13. In addition to 
the new Fall samples of the Humanic 
and Step-Elator lines, the men were 
made acquainted with United’s new 
feaure line of Flex-Sewn shoes. Gus 
Berglund, sales manager, states that 
this new shoe, which is being intro- 
duced to the trade for the first time 
this season, carries new construction 
features which employ unusual flexi- 
bility, smooth insole, nailless heel seat 
and built-in cushion heel. 

United’s Step-Elator line has been 
broadened considerably for Fall. Hav- 
ing been launched in January at the 
Chicago Show and accepted by many 
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“a quality 


THAT BUILDS AND 
HOLDS BUSINESS 


Here is a line that retails at the popular prices the great 
mass of men like to pay for their shoes. 
are flexible, 100% nailless, correctly cushion the foot, 
and the Arch-Broce properly supports a weak arch and 
comforts the normal foot. Loyal repeat customers are a 
natural result. 

Catalog of men's and women's scientific patented Nu- 
Matics sent on request. Beware of imitations. 

SALESMEN: CHOICE TERRITORIES OPEN. 


Exelusively manufactured by Rohn Nu-Matic Shoe Mfg. Company, 
512 W. Florida St., Milwaukee, Wis. 


Nu-Matic Shoes 








Note the name on the arch-brace, 
visible to your eustomer’s eye; 
therefore, a helpful selling feature. 











lia 


Rolin Mir Matic 


CUSHIONED SHOES 





dealers, the company decided to add a 
number of new lasts and increase the 
scope of pattern selection for Fall. 
The sales force of United Shoe Manu- 
facturing. Company is as follows: 

G. B. Putnam — Illinois, Michigan, 
Indiana; L. O. Sidwell — Ohio, New 
York; W. J. Johnson—Virginia, North 
Carolina, South Carolina, District of 
Columbia; R. M. Barden—Kansas, Ok- 
lahoma, Nebraska, Missouri; M. Rosen 
—Georgia, Tennessee, Arkansas, Ala- 
bama, Mississippi, Florida; J. M. King 
-—Texas, Louisiana, Arkansas; W. N. 
Comer — Minnesota, Iowa, Wisconsin, 
North Dakota, South Dakota; H. 
Schueller — Pennsylvania, Ohio, West 
Virginia. 


Stylizer Salesmen 
Showing New Line 


CINCINNATI— Salesmen for Stix- 
Altman-Weiner, Inc., left for their ter- 
ritories last week carrying with them 
the new Stylizer shoes, and the com- 
pany reports that some substantial or- 
ders have already been received. The 
list of salesmen and their territories 
follows: 

Frank C. Johnson, who is traveling 
in Wisconsin, Minnesota, Nebraska, 
Iowa, North and South Dakota. 

Mack Johns, who is traveling in In- 
diana, Illinois, suburban Chicago and 
suburban Detroit, together with the 
balance of Michigan except Grand 
Rapids. 


Sam Shupack, who goes to Texas, 
New Mexico, Louisiana, Arkansas, 
Oklahoma, as well as Denver, Colo. 

Sam Kushins, who is making the 
Pacific Coast. 

F. C. Cavell, who travels in Ken- 
tucky and parts of Pennsylvania, Ohio 
and West Virginia. 

W. D. Lever, Jr., travels in Florida, 
Georgia, Alabama, North and South 
Carolina, Virginia, Mississippi and 
Tennessee. 

Ben Altman makes the larger cities 
east of Cincinnati, and Nat Weiner the 
larger cities of the Middle West. 


S. A. Gilbert Has Good Trip 


Los ANGELES, CALIF.—S. A. Gilbert 
is back at his headquarters in the 
Hotel Lankensheim after his trip 
through the Rocky Mountain section 
and finds that his lines of Vani-Tred, 
Betty Ann Sports and Official Boy 
Scout shoes are being well received 
by his trade. 


Covers New England for Merriam 


BALTIMORE, Mp.—The H. W. Mer- 
riam Shoe Mfg. Co. of this city, makers 
of Pedicraft shoes for misses and chil- 
dren, announce that R. C. Silliman has 
joined the selling staff of the house 
and is now on his territory, New Eng- 
land and upper New York state. As 
a New Englander who has traveled 


this territory for years, Mr. Silliman 
is well qualified in point of experience 
and understanding to serve his trade, 
in which he enjoys a wide acquaintance. 
He will make his headquarters in New 
Haven, Conn. 


Mitchell With Menihan 


W. T. Mitchell, known to the boys 
of the South and Southwest as “Mitch,” 
has signed up with the Menihan Shoe 
Company, Rochester, N. Y., to cover the 
states of Texas, Louisiana, Mississippi, 
Oklahoma, Arkansas, Kansas, Missouri 
and Memphis, Tennessee. 

“Mitch” is as well-known on-his ter- 
ritory as any one who ever carried a 
line of samples or a trunk of shoes. 

For years he has been secretary- 
treasurer of the Southwestern Shoe 
Travelers Association and has had the 
distinguished honor of being elected 
president of The National Shoe Travel- 
ers Association, although not in at- 
tendance at the convention at the time 
of his election. 

Mr. Mitchell has specialized in wo- 
men’s shoes and has represented some 
of the leading houses of the country. 

His knowledge of women’s good shoes 
and a complete acquaintance with the 
trade make him a valuable asset to his 
new firm. With his home in San 
Antonio, Texas, he will travel from that 
city through the various sections of his 
newly-acquired trade. 
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VAUGHAN TOWLE CO, 


A division of L, B, Evans’ Son Co. 
WAKEFIELD MASS. 



















PORTLAND, ORE. — Chandler’s new- 
est link of its national shoe chain, 
opening in this city May 9, achieved 
one of the most distinctive send-offs in 
local shoe annals, when six socially 
prominent hostesses, members of the 
Junior League, presided at the store. 

In entering the Oregon metropolis, 
Chandler’s spent more than $15,000 for 
improvements of the store at 603 South- 
west Broadway, where the six society 
women held sway at the opening. 
Headed by Mrs. M. L. Bingham of the 
Junior League, five other ladies were 
induced 'to take part in the opening 
festivities. Customers were presented, 
as tokens of good-will, with zipper air- 
plane bags. 

The Junior Leaguers were Miss 
Frances Kerr, Mrs. Donald Holman, 
Miss Patsy Carroll, Mrs. Stuart Kerr, 
and Miss Mary Beckwith, social lead- 
ers of the metropolis, assisting in the 
welcome of E. F. Gentry, appointed as 
manager of the Portland unit, J. M. 
Arenson, coast manager, and Keith K. 
Kepley, district ‘manager. 

Handbags and hosiery to match the 
finest shoe merchandise were on dis- 
play in the departments devoted to 
these accessories of the modern shoe 
store. Yellow, pink and blue were the 
predominant tones in the new patent 
leathers, especially the toeless sandals 
in this material since pastel patent 




















































Chandler's Opens Newest Link 
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A modern and attractive new store front has been installed by Sill's Shoes of Lima, Ohio. It is 
constructed of vitrolite glass in deep blue, with contrasting lighter blue and bordered with 
black. The window valance is very unusual, being made of blue plate mirror, with a sand-blasted 
design. The sign consists of modern letters in a lighted recess above the glass windows. It 


constitutes one of the outstanding store fronts in this section of northern Ohio. 





leathers in delicate Spring flower colors 
are the rage this early Summer season. 
Polished honey - colored, hardwood 
forms the background for the pale 
blue boxes and the modernistic chro- 
mium chairs fitting into the blue color 
scheme with ivory upholstery and other 
smart accessories that attracted con- 
siderable interest at the opening. 





Trade Exhibit to Open Soon 


Boston, Mass. — Approximately 25 
companies have signified their inten- 
tion of taking space in the First Per- 
manent Exhibit of Shoe, Leather and 
Allied Products in New England—an 
enterprise organized and promoted by 
Walter Edelstein, well known in the 
shoe and leather industry. For a mod- 
erate sum, small display cabinets can 
be rented in a large room of more than 
5000 square feet, attractively deco- 
rated while in other portions of the 
suite are facilities for conferences be- 
tween buyer and seller and even a 
modernistically furnished rest room 
for women. 

Mr. Edelstein announces that a for- 
mal opening is being planned and that 
the date, though not yet definitely set, 
will be some time before the opening of 
the Boston Shoe Fair, June 8. In addi- 
tion to being a service to buyers of 
shoes, there is to be a department for 
the creation of advertising to help the 
independent retailer as well as the vol- 
ume buyer. Another planned depart- 
ment will have to do with helping mem- 
bers of the trade dispose of surplus 
material, discontinued lasts, etc. There 
will even be a registration department 
where superintendents and foremen in 
the shoe and leather industry may re- 
cord their qualifications and referen- 








ces when in search of a position. All 
of which exhibit and multi-service or- 
ganization is housed in the newly-reno- 
vated building at the corner of Bedford, 
Summer and Lincoln Streets, Boston, 
with entrance at 99 Bedford Street. 
The prospectus lists an advisory 
council including August Levy, of the 
Charles Meis Shoe Co., Cincinnati; 
Elkan R. Myers, of D. Myers & Son, 
Inc., of Baltimore; Samuel Langer, of 
the Langer, Lippman Co., Boston; 
Frank B. Masterson, of the Hub Shoe 
Co., Boston; and Raymond McNamara 


of the Haverhill Chamber of Commerce. 





Los Angeles Factory Moves 


Los ANGELES, CAL.—The J. C. Walsh 
Shoe Manufacturing Co. has moved to 
enlarged quarters at 1722 East Seventh 
Street. The operations are now all on 
one floor. New machinery from the 
United Shoe Machinery Co. has been 
installed and the production is now 
geared to turn out 500 pairs of hand- 
turned shoes a day. This concern spe- 
cializes in making mostly oxfords of 
the spectator and sport types with 
heels from 12/8 to 17/8 high. Elmer 
M. Frey and John W. Kurtzman repre- 
sent the company on the road. 





Peacock Shop Reopened 


INDIANAPOLIS, IND.—The Peacock 
Shoe Shop, 28 Monument Circle, has 
been reopened by Don MeNew, who will 
manage the concern. The new company 
now operating the store consists of 
Paul Bland, James Stoner and Don 
McNew. The store will continue to 
cater to high class trade as before and 
will carry a complete line of late 
models and styles of footwear. 
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COULON-LA FRANCHE MANAGEMENT 


GEORGE A. TURAIN, General Manager 


To Shoe Store Owners 
and Managers 


AFREE Booklet 
New Styles in 


SHOP SEATING’ 


seating for your shop. Thirty-two pages of seating sugges- 
tions for modern shops. Helpful and practical. Shows you 
the economy ofinstalling American Interlocking chairs. How they 
beautify your shop. Enable you to comfortably seat more custom- 





Chain Store Efficiency 


records are made available 
to independent retailers in the 


Recorder’s Stock Record System 
(either in cards or book form) 


Samples on Request 


MERCHANT’S SERVICE DEPT. 
209 So. State St., Chicago, Ill. 


Styles in Shop Seating.” 


Address 
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G esse this Book now so you will have it when considering 


ers with greater speed. It will pay you to consult this book be- 
fore buying. Send for your/ree copy. Use the convenient coupon. 


American Seating Comp pany 


Makers of Seatin 5 for Shoe Stores, Schools, 


Churches a: 


General Offices: GRAND RAPIDS, MICHIGAN 
Branches in All Principal Cities 


.---------MAIL THIS COUPON--------- 


AMERICAN SEATING COMPANY 
Grand Rapids, Michigan 
Please send me without obligation, your FREE 32-Page Book, “New 
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Joint Firm to Sell 
Professional Shoes 


Los ANGELES, CALIF.—-Two firms, 
Maupin & Kempf and Morgan & Had- 
sell have opened a joint retail shoe 
selling business on the second floor of 
the Warner Bros. theatre building at 
411 W. Seventh Street. L. D. Maupin 
and W. F. Kempf are specializing on 
Antioch shoes. Mr. Maupin was form- 
erly shoe buyer at the Robinson and 
Broadway stores here, while Mr. Kempf 
was advertising manager for the Jes- 
berg Walk Over store. The latter will 
contact the doctors, nurses and other 
outside trade, mornings. 

Theatrical footwear will form the 
main business with the Morgan and 
Hadsell firm. W. E. Morgan had charge 
of the professional dancing shoes at the 
College Boot Shop for many years and 
is well known at the movie studios. 
R. R. Hadsell comes here from Roches- 
ter where he was in the railroad busi- 
ness, he previously operated shoe stores 
in this vicinity. Capezio dancing shoes 
and L. B. Evans Sons tap shoes form 
the major shoe lines. 


Opens New London Shop 


PITTSBURGH, Pa.—Morris J. Caplan 
opened the London Shoe Shop, a store 
for men, in the Koppers Building here. 
Catering to the more distinctive trade, 
the interior is the last word in design. 


The entire stock is concealed, with only 
a few samples attractively set up in 
various parts of the store. 





Big Showing of Shoes 
at Cincinnati 


Cincinnati, Ohio—Rapid progress has been 
made in shaping plans for the Midwest Shoe 
Fair, one of the most important shoe shows of 
the Summer, to be held at Netherland Plaza 
Hotel, Cincinnati, June 14-16, according to 
Ira M. Longini, chairman of the publicity com- 
mittee. Already 175 shoe manufacturers have 
sent in reservations for sample rooms for their 
display. Every retailer in the states of Indiana, 
West Virginia, Kentucky and Ohio have re- 
ceived information regarding the show by 
direct mail. The hotels have received reserva- 
tions from retailers throughout the southern 
states as far south as Alabama and Louisiana, 
so everything points to this show being a 
success. 

The Fashion Show and Entertainment has 
been decided upon, and all the Shoe Fair 
committees are well pleased with the type of 
entertainment that will be presented. 

Mr. Clarence Faflik, who is head of the Ohio 
Shoe Retailers’ Association was in Cincinnati 
May 4th, and he stated that this points to 
one. of the finest shows ever presented in the 
State of Ohio. 





X-Ray Shoe Inspector 


MILWAUKEE, WIS.—The time is not 
far distant, in the estimation of Mat- 
thew B. Adrian, head of the Adrian 
X-Ray Mfg. Co., Milwaukee, when 


shoe manufacturers will label their 
shoes as being X-ray inspected as a 
protection to the public. 

For more than three years the firm 
has been developing its fluoroscopic 
X-ray shoe inspector for use by the 
shoe manufacturers in the inspection 
of shoes against flaws or defects such 
as lasting tacks, misplaced shanks, 
nails or staples, and wrinkled linings. 
Present equipment permits the inspec- 
tion of 3800 pairs of shoes in an 
eight-hour day. 

It is reported that in plants where 
the machine is employed, it is con- 
ducive to better workmanship since 
workers know the product must pass 
a more rigid inspection than the old 
hand method. At the same time, the 
machine serves as a protection against 
expensive law suits arising out of 
faulty constructed footwear, 

Shoe plants now employing the 
Adrian X-ray shoe inspector include 
the General Shoe Corp., Nashville, 
Tenn.; Allen-Edmunds Shoe Co., Bel- 
gium, Wis.; Hanover Shoe Co., Han- 
over, Pa., and the Simplex Shoe Mfg. 
Co., Milwaukee. 


New Men's Department 


MILWAUKEE, Wis.—-T. A. Chapman 
Co., local department store, has opened 
a new men’s shoe department located 
on the main floor, just inside the door. 
In the new department the store is 
featuring Matrix, Colebrook & Knight 
and “Heywood” shoes. 
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MRS. DAY’S IDEAL BABY SHOES 

: Infants’ Soft Soles.. 0-3 
intermediates ...... 1-5 
Flexible Hard Soles. 2-8 


Send for In-Stock 
Catalog 





MRS. DAY'S IDEAL BABY 
HOE CO. 
Locust St. 
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BUY A NATIONALLY KNOWN 
BRAND 


We carry everything in dancing shoes, 
also a complete line of bowling shoes. 
Write for price list 
ROVICK THEATRICAL SHOE CO. 
Manufacturers 


325 W. Madison St. Chicago, it. 
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++.» Preserves and restores the 
Original beauty of White Kid 
.. keeps it soft and supple .. 
prevents yellowness. You 
can guarantee it. 


A Best Seller for Years 
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New Dr. A. Reed Cushion 
Shoe Store 
OAKLAND, CaLir. — Foster’s Foot 


Comfort Shop opened an exclusive Dr. 
A. Reed Cushion shoe store here in 
the 1800 block on Broadway. This 
is a branch of the Foster Foot Com- 
fort store in San Jose, where Dr. A. 
Reed Cushion shoes have been suc- 
cessfully sold during the past two 


years. 
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Hosiery Counter Silent Salesman 








Springfield, Ill—This new and attractive hosiery counter is a "silent salesman" in the newly 
remodeled store of the Morrissey-Argus Company. Its attractiveness and location has proved 
sufficient in making the customer hosiery conscious. 





New Columbus Store Opened 


CoLumMBus, GA.—The newly-remodel- 
led store of the Miller-Taylor Shoe Co., 
at 1130 Broadway, was opened to the 
public recently with appropriate cere- 
monies. New display windows, new 
fixtures, especially designed for the 
company; new rugs, new modernistic 
chairs for customers, and a rearrange- 
ment of the store, bringing the office 
closer to the front for the convenience 
of customers are some of the features 
of the renovated building, which is 
now one of the finest family shoe stores 
in the section. 

The Miller-Taylor Shoe Co. is the 
oldest shoe store in Columbus, having 
been opened seventy-three years ago. 
The officers are Walter L. Miller, pres- 
ident; T. E. Taylor, vice-president and 
treasurer, and H. H. Flanigan, vice- 
president. 

Among the many lines carried by this 
company are I. Miller, Rice-O’Neill, 
Florsheim, Walk-Over, College Bred, 
Dr. Locke, Rhythm Step, Vitaliy, 
Drew’s Arch Rest and Constant Com- 
fort shoes for women; Stacy-Adams, 
Dr. Locke, Matrix, Florsheim, Walk- 
Over, Friendly Five and Fortune shoes 
for men; Vitality and Official Scout 
shoes for boys and Vitality, Official 
Scout, Gilbert, Kali-Sten-iks and 
Edwards shoes for girls. 


A. J. Ruby, Inc., Prize Winner 


DETROIT, MicH.—The store of Al- 
fred J. Ruby, Inc., won the second 
prize for retail merchants’ exhibits 
at the Women’s City Club Fair, held 
recently. This was one of the big 
privately sponsored exhibitions of the 
city, with entries from nearly all 
prominent downtown merchants. 

The Ruby exhibit consisted of a 
series of paintings of old styles of 
shoes and a display of new shoes. In 
addition, there were displays of a 
number of shoes dating as far back 
as the eighteenth century which at- 
tracted much attention. 





Tappan Company 
Adds More Room 


NEWTON, N. H.—A new addition is 
under construction at the plant of the 
Tappan Shoe Company, Inc., to meet 
needs made necessary by an expansion 
which is expected to increase the out- 
put considerably. 

An outstanding producer of women’s 
MacKay shoes for export trade for a 
long time, the firm has branched out 
in a line of American welt shoes to 
be sold in the United States. Prospects 
are said to be bright in the latest 
undertaking. 

Members of the third generation of 
the Tappan family are now at the 
head of the company, which operated 
with much success for a great many 
years in Haverhill, Mass. E. P. Tap- 
pan is factory superintendent and his 
father, C. W. Tappan, is in charge of 
sales. 





THANK YOU 


Boot and Shoe Recorder is indebted to 
Raymond Twyeffort for the English 
Woolens used as a background on the 
boot spread, pages 22 and 23. The 
Cane and Umbrella are from Folmer 
Clogg, Inc., the photos are by 
George Pelzer. 





A. Jeffery Manages Gilmore's 


PROVIDENCE, R. I.—Alfred A. Jef- 
fery, well known in eastern shoe cir- 
cles, is manager of Gilmore’s, retail 
store, 232 Westminster Street, this 
city, where he succeeds Berne Bourne. 

Mr. Jeffery was most recently man- 
ager of Morse, Inc., Troy, N. Y., and 
was also associated with Higbee’s at 
Cleveland. He has also been identified 
with several other retail firms in the 
shoe business. 
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Perpetual Inventory Assures an Increased Profit 
...and Lowers Your Insurance Cost... 
Recorder Stock Record Cards Supply a Perpetual Inventory 


ae 

















Do Business More Efficiently by Installing the Recorder Stock Record Card System 


MERCHANTS SERVICE DEPARTMENT 
«“ ” 209 So. State Street, Chicago, filinols 
Helps you to “buy as you sell”—to know whether each shoe pis dita 
jen 


e e e a " ( ) Please send me samples ane owe of your Steet 
is paying its way with a profit, to go light on slow movers, and Dally Sales Card Recor 


to re-size frequently on wanted style and sizes. 
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SALESMEN WANTED 


SHOE STORE WANTED 











for $4.00. 


SALESMEN WANTED 


for New England, New York State, Pennsylvania and Ohio, to sell an outstanding 
line of men’s high style shoes from an In-stock Department. About 35 numbers 
in stock—priced so that they can be profitably retailed for $5.00, or closely retailed 


Straight commission paid with small drawing account. 
Address E-774, care BOOT & SHOE RECORDER, 140 Federal St., Boston, Mass. 


SHOE STORE WANTED 


Interested in an established store for 
retail shoe business within 150 miles of 
Philadelphia having 25,000 or more 
population. Must be on main street of 
town. Address E-761, care 


BOOT & SHOE RECORDER 
Chestnut at 56th St., Philadelphia, Pa. 























ALESMEN WANTED! 


Have you had experience in manag- 
ing a retail shoe store? Are you less 
than 33 years old? Do you know how 
to merchandise a complete line of 
shoes? Have you had some experi- 
ence in advertising, window display 
and buying? Are you progressive and 
ambitious? Are you willing to study 
and work? Would you like to be asso- 
ciated with one of St. Louis’ largest 
general line shoe houses? If so, you 
may be just the man we are looking 
for! Several positions are now open 
on our sales force in territories with 
established business. Write, giving 
full details of your experience and 


ability. 
Address E-771, Care 
BOOT & SHOE RECORDER 
1627 Locust St., St. Louis, Mo. 





SALESMAN 


For Several Eastern Territories. By Large 
Western Mfr. Making Line of Men’s, Boys’ 
and Children’s Shoes With Distributing 
Branch in East. In Reply, State Age, Ex- 
perience, Territory Covered, and Amount of 
Sales. All Replies Confidential. 

ge E-773, eare 

BOOT & SHOE RECORDER 

239 West 39th Street, New York, N. Y 


REPRESENTATIVE WANTED 


WANTED: An established Shoe Representa- 
tive to handle « line of Foot Appliances and 
Shoe Accessories as a side line on commission 
basis. Send references. Vosburg Foot Appli- 
ance Laboratory, 601 Norwood Building, Austin, 


Texas. 














SALESMEN 


desiring a fast selling sideline, write 
for information on Fairy Ho-Sav—the 
new stocking saver. They sell at 25¢ 
*. to consumer. Write for our propo- 
sition. 


SHOE FORM CO.., Inc. 
Auburn, New York 











WANTED: Salesmen to carry line Infants’ 
Prewelts and Men’s Beach Sandals, com- 
mission basis. The Kepner Scott Shoe Co., 


Orwigsburg, Pa. 





WANTED: Side line salesmen to carry New 
England’s outstanding line of Infants’ Flex- 
ible stitchdowns, % sizes, to retail for $1.00. 
All territories open except New England States. 
Case lot proposition to volume trade only. Ad- 
dress E-743, care Boot & Shoe Recorder, 239 
West 39th ‘Street, New York, » & 





SALESMEN for full-time or side-line repre- 

sentation, commission basis, line of fine shoe 
dressings made by nationally known concern. 
Choice territories on Pacific Coast, Middle West 
and Metropolitan New York still open. 5134 
Lancaster Avenue, Philadelphia, Pa. 





RESIDENT salesmen. All large cities. Fac- 
tory line Men’s, Boys’, Youths’, Growing 
Girls’, Misses’ and Children’s popular priced 
stitchdowns. Liberal commission. Address 
E-760, care Boot & Shoe Recorder, 140 Federal 
Street, Boston, Mass. 








SALESMEN 


to carry complete line of men’s 
spats as side line. References and 
territory covered must accompany 
application. 
Address E-772, Care 
BOOT AND SHOE RECORDER 


LINE WANTED 











209 S. State Street, Chicago 








SIDE LINE SALESMAN — Established Spat 
Manufacturer has good territories open. Lib- 
eral Commissions to Salesman with folowing 
among Retail, Department Store and Wholesale 
Buyers. References. Address E-766, care Boot 
& Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 

SHOE salesman desiring a pocket side line 


from which to establish a good paying in- 
ame, write J. S., 86 Ellicott Street, Buffalo, 








SOME rearrangement of territories and S- 
sible vacancies for the Fall season enables 
us to now consider applications for salesmen. 
If you are interested in a permanent connection 
and an opportunity to make money, write giving 
age and road selling experience. Shu-Stiles, 
Inc., 1214 Washington Ave., St. Louis, Mo. 





FOR SALE 





HEALTH forces me to sell an outstanding 
shoe store. Established thirteen years, Sell- 
ing good shoes. Store has been a _ consistent 
money maker. Pennsylvania town. Will stand 
rigid investigation. Address E-775, care Boot 
& —e 239 West 39th Street, New 
or 


Open to Consider a Change 


Have sold women’s medium and 
high grade shoes to the best ac- 
counts in the East for the past 
20 years. Have a_ thorough 
knowledge of styling and am 
capable of developing and pro- 
moting a new line of women’s 
shoes. Am particularly inter- 
ested in arch types. 
Address E-779, care 
BOOT & SHOE RECORDER 

239 West 39th Street, New York, N. Y 











WANTED: Line Turns or Abiccas. Pacific 
coast. Can finance. Address E-777, care 
Boot & a Recorder, 239 West 39th Street, 
New York, x. 


L INES Wanted For California—Representative, 
who has covered California for over 20 
years, desires smart line of women’s Novelty 
shoes to cost $1.75 to $2.10 and good line of 
men’s shoes from $1.85 to $2.65. Has over 
100 well established accounts, has represented 
leading shoe firms, can furnish the best ot 
references and is able to finance himself. At 
present is representing one of oldest factories 
in the country making growing girls’ shoes. 
Address E-778, care Boot Shoe Recorder, 
239 West 39th Street, New York, N. Y. 








POSITION WANTED 








FOR SALE: Shoe stock and repair shop. com- 

plete with fixtures and electric machinery. 
All fresh merchandise, ideal location, new store, 
in city of 200,000. Best of reasons for selling. 
Address E-776, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 





COMPETENT young shoeman, energetic, am- 
bitious, and with a future in the shoe game. 
Consider any reasonable proposition. Write for 
details of experience. Address E-780, care 
Boot & Shoe Recorder, 239 West 39th Street, 


New York, 





mum charge 75 cents. 


address should be counted. 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 


For all other classified advertisements the rate is 7 cents per word. 
When a box number is desired twelve words should be added for the address. In all other cases each word of the 


The rate for all display classified advertisements is $5.00 an inch with a maximum of 45 words. 


Classified advertising is payable in advance. 
i= Advertisements for this page must be in our New York office on Friday of the week preceding publication. “Sj 


Minimum charge, $1.25. 
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BUSINESS OPPORTUNITY 


MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 











YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any 
one at home in a few weeks. Easy terms 
for training; openings evetywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency 
or soliciting. Established 1894, Address 
Stephenson Laboratory, 21 Back Bay, 
Boston, Mass. 














MERCHANTS’ NEEDS 








Greater Profits! 


A perfect fitting shoe for every 
customer with the 


DUNDE 
SHOE RESHAPING MACHINE 


Makes every cus- ip 
tomer’s shoe con-Golk 
form scientifically 

to the feet and 
guaranteed to 
give entire satis- 
faction. 





ELIMINATES 
anene slipping at 


shoes gapping at iw 
sides. 


DUNDE HAND. IRON 





Raises vamp — removes wrinkles — straightens toe 
box—narrows width of all leather shoes—also = 

many more practical uses—can be operated b: 
elerk—both Dunde Reshaping Machine and nde 
New Improved Hand Iron are recognized sales 
—— that pay dividends almost the first day you 
use m. 


SPECIAL COMBINATION OFFER 


Machine without iron 
Hand aye Bs Keséecese ° 
Sd and Improved tron (complete) 
F.0.B. N.Y.C. $35.00 


DUNDE RESHAPING DEVICES, Inc- 
13 East 37th St. New York City 

















Open Children's Department 


SHARON, PA.—The Davis Shoe Co., | 


in business at 110 East State Street 
for years, announces the opening of 
a children’s shoe department. 


E. Fain Appointed Manager 


PROVIDENCE, R. I. — Edmond Fain 
has become manager of the Red Cross 
Shoe Department of the Callender, 
McAuslan & Troup Co., large depart- 
ment store, where he takes over the 
duties of George Lapp. Mr. Fain has 
been connected with the department 
when is was opened six years ago. 

Mr. Fain reports business is “per- 
fect” and that browns and whites and 
all whites are selling very well. Modi- 
fied vamps, broad straps and Chinese 





heels are very popular. 


SHOWCARDS e PRICE TICKETS 
¢ BACK GROUNDS e 


X ie W 


J Bight ove eh 


LEVINE BROS." 





Again SEGALL & SONS Take 
the Lead by Presenting Display 
Equipment in the Newest of 
Modern Designs at Prices You 
Will Find Most Agreeable. 
A special folder, has 
been prepared. Please ask 
us to mail you a copy 


SEGALL & SONS 


923 Arch St., Philadelphic 





WANTED TO PURCHASE 








Buyers of Surplus Stocks 


We will buy surplus or entire stocks ef shoes 
from manufacturers, jobbers or retailers. 
QUANTITY NO OBJECT 
KIRSCH-BLACHER CO., Inc. 
106 Duane St. New York 
Phone WOrth 2-5377 and 5378 








WE BUY 

Entire or Surplus Wholesale and Retail 
Stocks. Also Branded Shoes such as 
Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, Bos- 
tonians, Stetson, Red Cross, Nunn Bush, Ete. 

IRVIN RUBIN 

“The House of Jobs’”’ 

89 Reade St. Cor. Church 

Phone Barclay 7-7887 New York City 











Pouy SHOE 
OLDER. 


Pat. Pending 

To properly display arch support shoes, 
branded shoes, golf shoes and fibre sole 
shoes. Always remains in the correct up- 
right position. Occupies little space. Almost 
invisible when in use. Will not — over. 
Used for Men’s and Women’s 

$3.00 per ~~ $1.65 oor Ya dozen 
. POLLINGER CO. 


M. 
Holland pA ad St. Louis, Me. 








OUR NEWEST 
TWO TONE LEATHER BOW 


Just enough contrast in piping and nail heads 
to bring out the beauty of the design. Any 
color combination you require. 


BOW MAKERS OF AMERICA, Inc. 
68 N. 4th ST. PHILADELPHIA 


vite, 


it: 
e 
go° 
America’s leading 


manufacturers and 
creators of display 














Write for 
Samples 


and Prices 


wi 


wor 


Chrometalflex 





CASH FOR BRANDED SHOES 


Men’s, Women’s—Faectory or Retail 


Wanted: Red Cross, Florsheim, Arch Preserver, 
a x. =m Nunn- Bush, Bos- 


BARIS "SHOE COMPANY, Inc. 
79 READE STREET, NEW YORK 
Telephones WORTH 2-5180, 5181 











Open Four New Stores 


CLEVELAND — Seegel Bros. of 1228 
West Sixth Street have recently opened 
four new stores in the following cities: 
Bucyrus, Findlay, Cuyahoga Falls, and 
5305 Woodland Avenue, Cleveland. In 
addition to these stores the Seegle 
Brothers operate 15 stores in Ohio, 
West Virginia and Pennsylvania. 

Simon Rosenberg is supervisor for 
these retail units. He was formerly 
with the Krohngold Shoe Company and 
Miller-United Shoe Stores. He has had 
many years of experience in the retail 
shoe business and is making a fine 
showing in his new capacity. 





Die-Cut 


pt products. Com. 
Covuasted 


plete stocks on 
hand for immediate 


Grace ‘Mats delivery. 


Sand Cloth 


107 W. 48TH Sr. 
CHICAGO - - - - - 6€. LAKE ST. 


Boston St. Louis (DeSoto Hotel) Cleveland Chicago 








Masters Shop Opened 


BELOIT, Wis. — The Masters’ Shoe 
Shop has been opened at 325 State 
Street here, to deal exclusively in 
women’s and children’s shoes. Edwin 
Masters is manager of the shop, which 
is owned by him in partnership with 
his father, Ralph K. Masters, presi- 
dent of the Masters Shoe Co., Rock- 
ford, Ill. The new store is equipped 
with chromium chairs upholstered in 
green and orange. Purchasers on open- 
ing day were given their choice of a 
compact or cigarette case. 
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Our Part 


There is enough of storm cloud in the 
summer sky at best. 

Some days will bring the hurdle of an 
unexpected test. 

But we can always mix them with some 
touch of gladdening. 

Earth furnishes the shadows, but the 
sunshine we must bring. 


A full supply of trouble is forever 
waiting near, 

Some tangle that is set to cause the 
dropping of a tear. 

But we can find the happiness that 
makes it sweet to live. 

Earth furnishes the sorrow, but the 
gladness we must give. 


His share of disappointment each of 
us must surely meet, 

His wonted meed of fear and failure, 
Struggle and defeat. 

But Faith still stands beside us to 
upgird the heart and mind. 

Earth furnishes the weakness, but the 
courage we must find. 

—Clarence Edwin Flynn 





Dickerson Sales Increase 
15°% in Last Six Months 


CoLumBus, OHIO—The Walter T. 
Dickerson Shoe Co. has completed one 
of the best six months’ periods in the 
history of the company, according to 
statements of Walter T. Dickerson, 
president, before the recent annual 
Spring sales conference of the firm in 
Columbus. 

“During the period between Nov. 4, 
when we started cutting Spring shoes, 
and May 4, when we began the manu- 
facture of the Fall line, we gave 315 
employees full-time work,” he said. 
Mr. Dickerson pointed out that over 
that period of time the company had 
paid in wages $170,957.86 to factory 
employees, which averages more than 
$500 per employee or over $1,000 per 
year. Further he added, “We have se- 
cured sufficient business bookings to 
insure the continuance of this record 
during the coming six months’ period.” 

Company sales for the last six 
months amounted to a 15 per cent in- 
crease over the corresponding period 
last year, and the 1935 volume tripled 
that of 1933, it was reported at the 
meeting. Many buyers representing 
leading independent shoe retailers in 
all parts of the country, as well as the 
company’s staff of salesmen, were in 
Columbus for the conference, which was 
featured by a very extensive display of 
Dickerson-made shoes at the Southern 
Hotel. The meeting was concluded 
Thursday evening May 7, with a dinner 
at the Columbus Athletic Club. 





Family Store Opened 


ARNOLD, Pa.—Spark’s Shoe store has 
been opened at 1732 Fifth Avenue with 
a complete stock of footwear for men, 
women and children. Free souvenirs 
were given to children at the open- 
ing, May 2. 
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backed by Kali-sten-iks 
OUTSTANDING 

Merchandising —_— 
Is a Capital Asset 
For Your Store 


IN STOCK 


Fohistinites Ae No. 4684 White Paris 
¥ Veal Unlined Punched 
Oxford, Cordovan Sole. 

8144/12..A B C D..$2.40 


12%/ 3..A B C D..$2.80 
344/ 9.. AAA to €.$3.55 


All the way from the 3-point suspension of the 
molded insole on up thru each shoe, these fea- 
tures merit and hold loyal customers—the Wee 
Tots and the Senior Misses. They and their 
mothers can SEE and feel the seamless vamps 
and tongues, the seamless bulb shaped heel and 
its smooth seamless quarter lining. They can 
thump the sole and hear quality “speak” right 
back, and they can see the excellent styling and 
craftsmanship. Nothing less than the best of 
materials are ever used in “Kali-sten-iks” shoes, 
for they are built with the intention that they 
shall aid the merchant’s reputation and be a 
distinct capital asset! Since turn-over is im- 
portant, we aid this profit factor with an unusually 
prompt handling of size-ups. If interested in grad- 
ing up, write us. 


THE GILBERT SHOE CO. 


Thiensville, Wisconsin 


New York: 541 Marbridge Bldg. Los Angeles, Hayward Hotel 


$s 
wrt Vea 
Ry “, 


Theis Oubstanding Features 4 Keep Good feet Muabtl 








Vol. CTX No. 13, BOOT AND SHOE RECORDER, published every Saturday by Chilton Company (Inc.), Chestnut and 56th Sts., Philadelphia, Pa. Entered as second class 
matter November 23, 1932, at the Post Office in Philadelphia under Act of March 3, 1879. Subscription price $3.00 per year. Printed in U. S. A. 





BOOT AND SHOE RECORDER, May 30, 1936 


Colonial Patent, by far the most reli- 
able, with a rich lustre that’s the envy 
of every finisher is used by a majority 
of the best shoemakers. Reason? Colonial wears better; 


it retains its beauty an exceptionally long time. The 


famous names on this page are but four ina long list of 


manufacturers who use Colonial to make the best patent 


leather shoes. . . Colonial Tanning Co., Boston, Mass. 


FOR THE BEST PATENT LEATHER SHOES Sinan 


When writing advertisers please mention Boot and Shoe Recorder 
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but Spaulding Counters give him Happy Heels 


As an interne in a large hospital with several miles of corridors, he knows the importance 
of good-fitting shoes. And he is careful to buy shoes that hold his feet correctly. That 
means, of course, that he prefers shoes made with Spautp1Nc Counters. Fine materials give 
these counters unusual strength and long life, and also the resiliency to spring back into 
shape after each step. They are moulded accurately in complete right and left size ranges, 
and they fit all types of feet. Naturally Spautpinc Countsrs stand up—and, naturally, too, 


they assure perfect foot comfort. 


PAULDING' 


Counters 


“Ynade in North Rochester, N. H. 











NO OTHER PART OF THE SHOE MEANS $O MUCH ...AND COSTS $O LITTLE 





When writing advertisers please mention Boot and Shoe Recorder 
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IN-STOCK 
TO RETAIL AT $2 AND $3 


2437—-Girls’ White Calf Oxford, 
Vamp and Quarter Cutouts, Oak 
Sole, 10/8 Leather Heel, Leather 
Top Lift. Sizes 3/9, Widths A, 
RB, C. $2. 


2463——Girls’ White Nu-Buck Ox- 
ford, Vamp and Quarter Cutouts, 
Square Toe, Oak Sole, 10/8 
Leather Heel, Leather Top Lift. 
Sizes 3/9, Widths A, B, C. $2.00 


2457—Girls’ White Calf Two 
Buckle Oxford, Vamp and Quarter 
Perforations, Oak Sole, 10/8 
Leather Heel, Leather Top Lift. 
Sizes 3/9, Widths A, B, C. $2.00 


1510—Girls’ White Elk Kiltie 
Tongue Oxford, Trouser Crease 
Vamp, Oak Sole, 10/8 Leather 
Heel, Leather Top Lift. Sizes 


2459—Girls’ White Calf Oxford, 
Vamp Cutouts, Leather Sole, 13/8 
Leather Heel, Leather Top Lift. 
Sizes 3/9, Widths A, B, C $2.00 


2458—-Girls’ White Calf Detach- 
able Kiltie Tongue Oxford, Vamp 
and Quarter Cutouts, Leather 
Sole, 10/8 Leather Heel, Leather 
Top Lift. Sizes 3/9, Widths 
Bi eS vccscdvcevecdiscds $2.00 


1533—-Misses’ White Elk Oxford. 
Rubber Sole and Anti-Trip Heel. 
Sizes 3/9 

1532—Same in Brown Elk. Sizes 


1531--Girls’ White Nu-Buck Ox- 
ford, Vamp and Quarter Cutouts. 
Oak Sole, Square Toe, 10/8 
Leather Heel, Leather Top Lift 
Sizes 3/9 


ENDICOTT - 





E-J SPORT OXFORDS 
FOR GIRLS OF ‘TEEN AGE 


OR the modern young miss who excels 

in active outdoor sports and play, what 
more appealing line of white oxfords can 
there be than these Endicott Johnson 
sports styles ? 


For these sport oxfords have a definite 
and attractive style appeal for every girl, 
theyre well made and good fitting in the 
true Endicott Johnson manner, and the 
popular price at which they can be sold 
profitably is approved by everyone. 


. All these styles are In-Stock. Order them 
today and you'll be assured of prompt 
delivery ! 


/ 


DICOTT, NY. BEb9eKet9 
am N£&W YORK CITY 
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Beokkeeping made so simple that a high- 
scheol bey would have difficulty in making 
errors of entry, if he follows the guide 
written in every-day language. 





COMPARATIVE TRIAL BALANCE ven 
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The Most Complete Record 


of Finances in the Mest Convenient Form 


CONSISTING OF: 


Cemplete Bookkeeping 
Guide— 


Daily Records— 
Departmental Records— 


Comparative Statement of 
Income— 


Daily Record of Salesmen— 
Comparative Trial Balance— 
Cloth board loose leaf binder. 


$1O-5O compiere 


Postage Prepaid 


(Check with erder, please) 
Uniess C.0.D. shipment 
is preferred 


Merchants Service Dept. 

Beet and Shee Recorder 

209 South State Street 

Chiecage, Ill. ; 

—Please send me the FINANCIAL RECORD, 
fer which find check enclosed fer $10.50. 

—Please send me sample sheets for inspection. 





Sales Compar- 


Sales DAILY— Receipts 
ison 


Returns 
USED IN CONJUNCTION WITH OUR STOCK AND DAILY SALES REC- 
ORD, IT GIVES THE BUSY STORE ACCURATE RECO) 

DETAIL. 

ONE SET COVERS TWO YEARS’ REQUIREMENTS OF AVERAGE STORE. 


Itemized Over- 
Cont of fates ( MONTHLY ) ‘head 


giving you at a glance your net profits over any period 
to date, and any detailed information you may require. 


The least entries—the least work— 
the least chance of confusion or errer. 





WEEKLY— Disbursements 


FIGURES Net Earnings 


RDS OF EVERY 





NEW GOVERN. 
MENT RULINGS 
DEMAND MORE 
AOCGURATE AC- 
ceognTring 
THAN IN THE 
PAST. 





|<<——=QFMAIL THIS TODAY 





| 


BOOT axon SHOE RECORDER 


MERCHANTS SERVICE DEPARTMENT 
209 South State Street—Chicago, Ill. 


When writing advertisers please mention Boot and Shoe Recorder 
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MAKE SHOE SALES 


apoly 


WITH A NEW PITTCO STORE 


Pittco installations, the statistics and 
the complete information this book 
contains, will show you the way to 
bigger and better business. 


PITTCO Store Front gives your 

store that most important of all 
qualities ...individuality. The store 
with a Pittco Front stands out from 
its competitors . . . catches the shoe 
customer’s eye ... exercises a stronger 
attraction ... and in four cases out of 
five, gets the business that might 
have gone elsewhere if the store 
hadn’t had individuality. That’s why 
so many shoe stores are being re- 


modeled with Pittco Fronts... and 
why your sales of footwear should 
grow if you remodel with one! Our 
staff of experts will render you and 
your architect every assistance in 
working out a Pittco Front to suit 
your needs and purse. 

We invite you to use the coupon 
...now... to get our valuable free 
book on Pittco Fronts and interior 
painting. The illustrations of actual 





PITTSBURGH PAINT. 
- Propucts 
¢ POLISHED PLATE 
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A new Pittco Front for individuality 
...and a better business! This is how 
K. Wolen’s Shoe Department, Corsi- 
cana, Texas, used a new Pittco Front 
to exercise a stronger attraction on 
potential shoe customers .. . and draw 
their trade. A Pittco Front can give 
your store new appeal, too. 


FRONT! 


PITTSBURGH TIME PAYMENT PLAN 


Take 2 years to pay for your new 
Pittco Front! Merely make a 20% 
down payment... and then settle the 
balance in easy monthly installments 
at low F. H. A. rates! 


Pittsburgh Plate Glass Company, 
2229B Grant Bldg., Pittsburgh, Pa. 

Please send me, without obligation, your new 
book entitled “‘Hlow Modern Store Fronts Work 
Profit Magic.” 


Iam C0 am not (0 interested in the Pittsburgh 
Time Payment Plan. 
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Suede can always be found in the fashion news, but this year, boosted by the 











still-rising popularity of tweed, it's on page one... with jungle greens, earth 
reds, grays, blues, black, deep and raw browns to accompany a dozen dif- 
ferent costumes, from spectator sports to spectacular sports and back again 
to the svelte dinner suit. Superbly appropriate is Evanette. Made only of skins 


that have passed merciless inspection, colored in original tones that have set 


TUL 


the stylists aglow with enthusiasm, this 
smooth suede promises to be the impor- 


tant leather for fall. . . . Tannage of 





John R. Evans & Company, Camden, N. J. 
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“I BOUGHT THESE SHOES 
HERE 40 YEARS AGO AND 
THEY'RE SHOWIN A MITE 
O’ WEAR!” 


You'll pardon this bit of exaggeration, we 
know. The fact is that Rock Oak Sole 
leather does give life and vitality to a shoe, 
lasting satisfaction to the wearer. And it 
helps to bring ’em back. 


Rock Oak is close fibred, carefully selected, 
scientifically tanned — famous for wear. 
Many shoes now come with this sole. And 
if your line needs the extra “lift” these 
Rock Oak Soles give, ask your manufacturer 
for Rock Oak Soles—the sole preferred by 


repairers everywhere. 


The American Oak Leather Co. 
Cincinnati Chicago 
St. Louis Boston 


nook Cob 


bert ODay of 
SOLE anes 


-. 


Use it like an 


ERASER 





FOR 15 YEARS .... 


BUNNY BAGS have been building good- 
will and profits for shoe dealers. 


An ideal dry cleaner for white shoes 
made from ooze finished leathers or 
fabrics and recommended by leading 
shoe manufacturers because BUNNY 
BAGS preserve the original finish and 
beauty of the shoe. 





No matter how many white shoe cleaners 
you stock, you must have BUNNY BAGS 
to insure customer satisfaction if you sell 
Buck, Nu-Buck, Suede or Canvas Shoes. 


USE IT LIKE AN ERASER 


Use to Clean and Clean to Use. 


Send for Sample Today 


| BUNNY PRODUCTS COMPANY Inc. 
PORT HURON, MICH. 


DISTRIBUTORS 


Laing, Harrar & Chamberlin, Inc. Thompson-Ehlers Co. 
Philadelphia Chicago 


| 
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NEUMANN’S 





e because it is 
se chief respects: 
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at will chip 
ov crack with iz ai 
of the leather brought to a rich lustre by 
agate-glazi. | 


A NEUMANN & GO. gst.ase: HUB URE / Nd. 
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WHERE STRENGTH AND 
STURDY CONSTRUCTION 
ARE ESSENTIAL . . . 


Ererionced manufacturers and retailers 





know the importance of strength and rigid- 
ity in shank construction and wood heel 


attaching. 


Based upon sound shoemaking principles, 
Unishank and WAC Wood Heel Screw 
Attaching combine to promote security to 
the finished shoe. These thoroughly tested 
methods add strength, increased durability, 
and comfort to the shoe throughout its life. 














UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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AT THE 19th HOLE WITH otuwegian Calf 


Comfortable feet make happy golfers and satisfied customers for the shoe 
merchant. Norwegian — glove-soft the first day and still pliable after re- 
peated wetting and drying—spells comfort to thousands of players. This 
vegetable tannage holds its shape and handsome appearance in the most 
strenuous wear ... Also available as a waterproofed leather (Eskimo Calf). 


A. F. GALLUN & SONS CORPORATION, Milwaukee, Wisconsin 


GALLUN LEATHERS 


ALWAYS STANDARDS EXCELLENCE 


When writing advertisers please mention Boot and Shoe Recorder 








BOOT AND SHOE RECORDER, May 30, 1936 


_. BROADCLOTH’ 














NEW YORK 


''THAT EXTRA PAIR STOP FOR TOWN AND AFTERNOON 
TWILL BROADCLOTH WITH PATENT TRIM STOP 
IN A VARIETY OF COLORS WITH BLACK PREDOMINATING.'' 


By cable—By wireless—this news comes 
from the leading Parisian boot makers. 


Anticipating this new trend 
LAWRENCE SCHIFF & CO. 


Presents 


TWILL BROADCLOTH 


A most flattering shoe fabric . . . Specially loomed 
from the finest worsted yarns . . . NEVA-WET 
processed, to repel water and moisture; to resist per- 
spiration, spots and stains . . . Style authorities and 
prominent buyers endorse Twill Broadcloth for that 
extra pair. 


TWILL BROADCLOTH IS HIGH STYLE—“Qleva-Wet MAKES IT PRACTICAL 


LAWRENCE SCHIFF & CO. 


ESTABLISHED 1918 


450 Fourth Avenue New York 
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SKINNER'S .SATIN 
Leads for 
Afternoon and 
Evening Shoes 


Satin is definitely in the style 

picture for Fall Shoes. Fashion 
experts and style creators are 
showing models in lustrous 
black satin and in many color 
combinations. 


Shoes of Skinner's Satin will 
appeal especially to women 
who know the smartness and 
trimness of black satin for 
afternoon and evening 
footwear. 


Insist on Skinner's 
Satin ....in stock in 
Black, White and 

colors....the love- 
liest and smartest 
for Fall. 


William Skinner 


and Sons 
~ New York, N. Y. 


\\ 
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U.S.ANNOUNCES 2 Handsome New Line of 


U. S. ROYAL HEELS 
with 5 outstanding points of QUALITY 


THE NEW U. S. ROYALS 
WILL STAY ON A SHOE BETTER 
AND WEAR LONGER 


1, Blind nailing—to insure smart tailored appearance.. 


2. New construction of insert, resulting in greater resist- 
ance to nail pulling. 


3. Perfect cupping combined with an insert of just the prop- 
er toughness and firmness to provide a specially tight edge. 


4. Sizes and contours which conform to Boot & Shoe 
Manufacturers’ Standards. 


« Excellent appearance. U. S. are particular 
5. Excellent app U. S. ROYALS are particularly 
good-looking heels that add much to the attractive appear- 
ance and sales value of a shoe. 
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USKIDE Soles, Soling, and Toplift 
Material. From Coast to Coast, the 
name “Uskide” stands for “The 
Wonder Sole for Wear.” Uskide 
products are waterproof—long- 
wearing — popular everywhere. 


REGENT Heels with Washers— 
popularly priced—the new modern 
design. 





Additional 
U. S. Shoe Products are: 
1. Laflex Mid-Soling 
2. Kralex Inner Soles 
3. Insolex Inner Soles 











RUBBER COMPANY x 


1790 Broadway, New York 
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YOU WILL WANT TO SEE 


THE NEW WN SHOE COMP ANY’S 


FALL LINE 


Page 18 


BEAUTIFUL 














a Superior 
| Quality 

















J. L. JONES JOHN J. WALSH VICTOR L. HORTON 
Fifteen Years’ Experience in Merchandising America’s Foremost Style Expert. Chairman Nine Years With Largest Distributor of 
Ladies’ Shoes of Our Style Committee Men’s Shoes 





No effort or expense has been spared in building a line of shoes that will 
please the most exacting merchant .... . Our new lines are now in the hands 
of our Salesmen. See them before you Buy .... We are prepared to fill all 
orders promptly ..... Address all correspondence to 


HAMILTON, BROWN SHOE COMPANY 


1140 WASHINGTON AVENUE ST. LOUIS, MISSOURI 
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nen a sale was made by the per- 
sonable young man who correctly analyzed 
his customers’ demands and offered just 
the right merchandise to meet them. 

Yet there is a point in the course of 
every sale when your goods stand beside the 
other fellow’s—when either would do— 
when the final choice is made. The manu- 
facturer who has packed his product with 
the greatest amount of desirability makes 


ZL 


“Ui 
i. 


TLL VOU 


Mier 


Witsoe 
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that sale! 
M. & P. Glazed Kid Slipper Stock is offers the utmost in tempting appeal to 
planned and produced to enable you to the discriminating buyer. 
pack the greatest desirability into your Slippers created from M. & P. stock need 
pont Its superb quality calls forth the never fear that moment when the buyer's 
st of styling. Its firm texture, with the choice hangs in the balance. 
strong fibres retained to hold stitching, 
presents your i ance to best ad- M. & P. Slipper Stock Colors: No. 101 Red, No. 68 
vantage. Its perfection of color, in a Green, No. 57 Light Blue, No. 59 Dark Blue, No. 90 
tight, waterproof and slightly softer finish, Brown, No. 99 Burgundy. 


M. & P. Linings add that final, vital touch of Sales Appeal. Write for our new color chart showing the most charming 
color combinations as developed by two famous stylists. 


Mitchell & Peirson, Inc. 


36th and Reed Streets Philadelphia, Pa. 
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are indispensable factors in Last Making. For 
over fifty years, Stewart and Potter Company 
have maintained an acknowledged leader- 
ship in this art. 

Leading Shoe Manufacturers and Retailers 
know that shoes made over these lasts are 


foot fitters and always properly styled. 





THE LAST WORD 


UNITED 


L_UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASS. 




















STEWART & POTTER COMPANY, BROOKLYN, NEW YORK 


STYLE — SERVICE — FIT 
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REGIONAL JS SERVIC 
alee |” 


The individual and collective experience and 
facilities of these manufacturing units 


are constantly available to the Shoe Industry 


FITZ BROS. CO. EMPIRE LAST WORKS 
AUBURN, MAINE ROCHESTER, N. Y. 

T. W. GARDINER CO, KRENTLER BROS. CO. 
LYNN, MASS. ST. LOUIS, MO. 

UNITED LAST CO. KRENTLER BROS. CO, 


BROCKTON, MASS. MILWAUKEE, WIS. 
STEWART & PoTTERCO, THE LAST WORD ynitep Last co., ttD. 


BROOKLYN, N. Y. U N | T E D MONTREAL, P. Q. 


UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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Footwear of genuine Kangaroo has a quality that men 
talk about! It gives the retailer a new and interesting 
merchandising and advertising story. But above all, 
men’s street and dress shoes of Kangaroo offer those 
characteristics that shoe wearers want. 
17% stronger weight for weight, than any 
other leather, Kangaroo has a tight, even grain, 
takes a high polish. Take featherlightness, plia- 
bility and comfort that keep the most active 
feet foot-happy, add them to a strength and 
sturdiness that mean long wear under the 
hardest kind of usage, and you have a 
man’s leather. 
Write for a free copy of our 
“Daily Sales’? (Kangaroo Associa- 
tion, 9th & Westmoreland Streets, 
Philadelphia, Pa.). It suggests 
many ideas for merchandis- 
ing Kangaroo footwear. 
You only have to 
sell a man the first 
pair of Kangaroo 
shoes — this su- 
perb leather 
will keep 
him sold! 
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Boston Shoe Fair Visitors 


are cordially invited to see our exhibits at 
the Hotel Statler in roomsW716and W718. 


@ Shoes of fashionable design featuring 
all the modern types of construction will 


be on display. 


@ Visitors are also invited to inspect our 
Footwear Museum, the largest of its kind 
in the world, in room 700 at our Boston 
office, 140 Federal Street. 


June 8, 9, 10, 1936 
@ 


UNITED SHOE MACHINERY CORPORATION 


BOSTON. MASSACHUSETTS 
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' LOCAL NEWSPAPER ADS 
| Over YOUR Store Name 


BACKS A&zeeManikin MODEL SHOES 






















YOU TOLD US WHAT YOU WANTED. 


| Before putting Stylizer Manikin Models on the market, we decided to back 
| this sensational new line with the kind of advertising dealers knew would do 
a job. And, so, we asked you shoe merchants from Coast to Coast! You 
told us what you wanted—told us the kind of advertising it takes to sell 
women's shoes, and plenty of them. Almost to a man, you said, ‘Give us 
newspaper advertising, in our own local papers. That's the kind of adver- 
tising we do when we spend our own money.” And that’s exactly what 
we've done—given you just what you asked for—bang-up ads of YOUR 
own choice, in the papers YOU specify, over YOUR own store name. 


A REAL “DEALER’S DEAL” 


| The way Stylizers are advertised is only part of this QUICK-PROFIT 
PLAN that echoes your own ideas. Every phase of the amazing Stylizer 
| deal is right up your own alley. It couldn't be more to your liking if you 
had written your own ticket. Once you have seen this sensational new 
line, and heard the details of the plan that backs it up, you will realize why 
so many progressive merchants have eagerly welcomed the opportunity to 
get in on the “ground floor’ with Stylize-—the only shoe combining 

Manikin Style with Arch Cradle and Vibra-Sorber Comfort. 


STYLIZER 
REPRESENTATIVES 
HAVE A REAL 
SURPRISE FOR YOU 


Let one of our representatives 
take you through the inter- 
esting Stylizer tee ti It 
tells the whole fascinating 
Stylizer profit story in five 
minutes flat. You'll enjoy 
every page of this entertaining 
presentation. Write or wire. 


SEE THE STYLIZER LINE AT 
THE HOTEL SHERMAN, 
CHICAGO, ROOMS 1431-32, 
JUNE 1st TO 4th, INCLUSIVE. 


STIX-ALTMAN-WEINER oc. 
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MANIKIN MODEL 
SHOES 
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THE STYLIZER LINE DISPLAYED AT THE BOSTON SHOW, JUNE 8TH TO 10TH, AT HOTEL STATLER, ROOM 549. 
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